






| Burroughs 


earing House 











> | w i“ ee a 
* AO ATE 


* 


Ml Ma. 











AWAITS A. B. A.: San Francisco plans warm. welcome (See page 9) 


this Month: 


FARM CREDIT’S NEGLECTED “C’’ by Warren Garst 


BANK OF AMERICA’S CONFIDENCE CAMPAIGN by E. A. Mattison 
MEASURING EFFICIENCY IN OPERATIONS by George M. Clark 
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THIS PRECISION 
INSTRUMENT CHECKS 
THE THICKNESS OF 
HAMMERMILL SAFETY 
e+ HELPS MAKE SURE 
EVERY RUN IS UNIFORM 


Hammermill Safety must pass no less than 18 ex- 
acting laboratory tests before it is shipped to you. 
That’s why it is the uniform check paper — uni- 
form in its smooth-writing qualities, its strength, 
its color, its highly sensitized protective surface. 

We'd like you to know this fine check paper 
better. Simply attach the coupon to your bank 
letterhead and mail it today for a sample book 
showing Hammermill Safety in a variety of colors 
and three pleasing background patterns. No obli- 
gation, of course. No salesman will call. 


GIVE YOUR CHECKS THE ADVANTAGES OF THE BEST KNOWN NAME IN PAPER 


Send coupon now for FREE sample book/ 








APM MER), 
SAFETY 





MANUFACTURED BY HAMMERMILL PAPER COMPANY, 





Hammermill Paper Company 


1503 East Lake Road, Erie, Pennsylvania 
Please send me — FREE — a sample book showing 


HAMMERMILL SAFETY. 


Name 











(Please attach to, or write on, 


your bank letterhead) 
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Roving Teller 


Srrs: We have had the problem of 
') extremely heavy lobby traffic on Saturday 
mornings and Mondays. 

A study showed that many of the Satur- 
day and Monday customers only deposited 





pay checks. This gave us the idea of using 


a roving teller. We selected the young 
lady in charge of our statement department 
' and provided her with a tray. This has 
| space for supplies and deposits and the 
top may be used for writing. 

The idea has proved very popular with 
customers and it has relieved the conges- 
tion considerably. It takes care of those 
| having only checks to deposit faster and 
shortens the lines at the regular windows. 

K. E. JouHnson, Assistant Cashier, 

The Kansas State Bank, 
Wichita, Kansas 
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In Costume 


Srmrs: We are enclosing a photograph 
showing our Lancaster office during the 
100th anniversary celebration of the 
village of Lancaster, New York. 

The entire village participated in the 
celebration, which was attended by visi- 
tors from many points in New York State. 
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The people of Lancaster wore costumes 
such as those shown in the picture and 
businessmen decorated their  establish- 
ments. Programs consisting of parades 
and farm exhibits were presented daily. 
Participation by our personnel met with 
many enthusiastic comments. 
RosBert H. BRAITHWAITE, 
Manufacturers and Traders 
Trust Company, 
Buffalo 5, New York 
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Prints for Customers 


Stns: We decided recently to take pic- 
tures for our files of all the houses on which 
we hold mortgages. In ordering these from 
the photographer it occurred to us that it 
would be a friendly gesture to obtain extra 
prints for our customers. The extra prints 














STATE. SAVINGS BANK 


OTSEGO 
MMC AIGAN 





Dear Friends: 


Here is @ snap shot recently teken 
of your property. We thought you might like to 
put it in your elbum. 


It is eleeys e pleasure to serve you. 
Sincerely yours, 
VS Lneord 


President 





were very inexpensive and they were mailed 
with the enclosed letter. The favorable 
response from our customers was much 
greater than we had expected. 
H. G. VINcENT, President, 
State Savings Bank, 
Otsego, Michigan 
. ° + 


Character and Capitalism 


Sirs: The threat to America’s system 
of private enterprise and individual initi- 
ative was a theme that ran through the 
sessions of the Financial Public Relations 
School at Northwestern University. The 
need to interpret this way of life to the 
rank and file was seen as a major plank in 
banking’s public relations platform. 

Of much interest and in much demand 
by the representatives of the banks at the 
school was a pamphlet entitled “Character 
and Capitalism,” an address by Dr. James 
A. Jones of the Myers Park Presbyterian 
Church, Charlotte, North Carolina. Dif- 
fering from flag-waving defenses of private 
enterprise, Dr. Jones’ thesis is a thought- 
provoking appeal for a way of economic 
life that emphasizes individual personality. 

The address was first delivered before 
the North Carolina Bankers Association 
was later published in the Tarheel Banker 
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and then reprinted by our bank. Single 
copies can be had as long as they last, by 
writing the bank. 
ArTHUR H. JONEs, 
Assistant Vice-president, 
American Trust Company, 
Charlotte 1, North Carolina 
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Practical Auditing 


Sirs: I read the article “Practical 
Auditing for the Country Bank” in your 
August issue with keen interest. I only 
wish more of our banks believed in the 
thoroughness of internal control that moti- 
vates the officers of this bank. 

R. E. Voutirerpe, Assistant Secretary , 

Continental Casualty Company, 
Chicago, Illinois 
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RADIO RELAY TOWERS 


BELL SYSTEM’S PART IN THIS FAST-GROWING INDUSTRY 





Section of COAXIAL CABLE 


Tue Bell System has an important part in Television. 


Already its Long Distance facilities are being used to carry 
Television to areas totaling more than 48,000,000 population. The 
East Coast and Midwest networks have been joined. Further ex- 
pansion is under way and proceeding rapidly. The number of 
miles of Bell System channels for transmitting programs between 
Television stations will be more than doubled this year. 


Both coaxial cable and radio relay are being used. The radio 
relay systems are designed to beam telephone calls or Television 
programs from tower to tower across the countryside. The distance 
between radio relay towers averages 25 miles. 


The coaxial cable is no thicker than a man’s wrist but 1800 
Long Distance conversations or six Television programs can go 
through the one cable at one time. 


It’s all quite wonderful but it is only the beginning of still 
greater things to come. The Bell System is stepping right ahead with 
Television in both research and building. 


BELL TELEPHONE SYSTEM 
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TRENDS UN FINANCE 








) The Housing Boom 


The past few months have seen some 
‘interesting developments in the housing 
field, with a change in the rate picture, a 
corollary improvement in the G. I. mort- 
gage market, a broadening of the market 
for FHA’s through savings bank legisla- 
tion, a new challenge from prefab ranks, 
and construction activity exceeding earlier 
estimates. In the offing there may be 


buying even easier. 
Federal Government now 
of its anti-deflation program, the previous 
trend toward higher mortgage rates appears 
to have been reversed, and lenders now 
seem less averse to the 4 per cent G. I. 
loans. This is reflected in Veterans Ad- 
ministration figures showing that the 
| monthly volume of such loans has been 

on a higher level since last March. 
New demand source. A factor which 
' may make for a lowering of yields and an 
advance in prices for FHA loans is the 
legislation enacted in New York and 
' Massachusetts, permitting nationwide in- 
vestment by mutual savings banks in the 
government-insured mortgages. Hereto- 
fore, New York mutuals were able to pur- 
chase only those FHA loans originating in 
seven Eastern states, and such invest- 
ments by Massachusetts banks were con- 
} fined to that one state. It is estimated 
| that the mutuals may purchase up to 
+ $900,000,000 of FHA mortgage loans from 
) all sections of the country during the next 
| five years, and the broadened demand is 
| expected to be reflected in higher FHA 
prices in some areas. 

In purchasing the FHA loans, two or 
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Gunnison’s low-cost prefab bid for the mass market 


tional Securities Corporation acting as 
trustee. The bulk of this activity is 
expected to be in “608” loans on apart- 
ments, while Massachusetts mutuals are 
likely to deal mostly in Title II’s. 

Heavy volume. A surprise to many 
prognosticators has been the high rate of 
home construction being achieved, exceed- 
ing nearly all estimates made at the 
beginning of the year. It now appears 
that the totals for 1949 will equal or top 
the 1947 figure of 849,000 housing units 
started, and nearly match the 1948 volume. 

An important factor has been the marked 
expansion of apartment building construc- 
tion, the ratio of these units to total resi- 
dential construction having approached 
the record level which characterized the 


confidence that rent controls will not be 
imposed in the future are among the 
explanations for the greater interest in this 
field. It is considered quite likely, how- 
ever, that the public housing provisions 
recently enacted will serve to retard the 
future flow of capital funds into private 
rental housing investment. 

Reasons given for the general high rate 
of residential construction include in- 
creased efficiency in building operations, 
sufficiency of materials, narrower profit 
margins, recent tendency toward more 
favorable financing terms, and continuing 
shortage of rental space. 

An accompanying chart shows the ex- 
tent to which the different types of lending 

















‘ institutions have participated in the home 
ry more New York savings banks can now’ 1927-1928 boom. So far this year, 28 per mortgage financing involved in the recent 
The § form syndicates and purchase participat- cent of the new housing units authorized high level of activity. 
' ing interests in such loans. A number of have been multi-family dwellings, as com- Prefab program. To date the prefabri- 
eXx- the banks have already signed trust agree- pared with only 19 per cent in the same cated housing industry has not shared to 
- of | ments for the purpose of making out-of- period last year. Shaved costs, favorable an anticipated degree in the housing boom. 
state group purchases, with the Institu- financing under Section 608, and investor It was responsible for only 4 per cent of 
een | 
dj How various types of lenders have shared in the large volume of home mortgage loans 
1d10 
sion Total SOURCES OF HOME LOANS TYPES OF HOME LOANS 
j — Baca Total Home Mtge. 
ince i oo ae pd yee Savings — : Life as peryony Non-FHA Gove agen Loans Outstanding 
Made Assns. Pell a “a Sia heal = cl oo Gi Of ene at Quarter End 
panies o’s anks Lenders FHA GI 
800 IN MILLIIONS 
1948 
1 £0 J $2,692 | $813 $659 $227 $132 $861 | $1,573 | $429 $690 $29,732 
p lst Quarter 
he 3,043 962 702 244 185 950 2,075 490 478 31,255 
— 2nd Quarter 
still 7 3,034 945 657 248 222 962 2,106 545 383 32,578 
. / 3rd Quarter 
with || 2,837 828 616 244 206 943 1,863 648 326 33,355 
1 4th Quarter 
) 1949 
Ist Quarter 2,427 705 528 217 148 829 1,562 585 280 34,182 
2nd Quarter 2,852 900 590 245 174 943 2,027 520 305 35,380 
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single-family starts in 1948 and apparently 
the ratio this year will be about the same. 
The manufacturers and dealers have been 
beset by merchandising and financing prob- 
lems, but recent developments in the indus- 
try indicate that some of these are on the 
way toward solution. 

A highly publicized venture in the low- 
cost market has been made by Gunnison 
Homes, Inc., subsidiary of U. S. Steel 
Corporation, with a two bedroom house 
designed to sell for around $5,800 including 
a landscaped lot. While the price will vary 
according to lot location and other factors, 
it will enable the buyer to take advantage 
of 95 per cent FHA loans on property with 
an assessed value not exceeding $6,300. 
This will mean a down payment of around 


$300 and monthly payments would be 
about $35. Gunnison believes that its new 
model will open up a new market, reaching 
the $35-$40 a week worker, and its plant 
has been geared to produce the units at 
the rate of one every 20 minutes. It will 
continue to manufacture medium and 
higher priced models ranging from $6,800 
to $20,000. 

Meanwhile, the Gunnison dealer organi- 
zation is being rapidly expanded to cover 
all sections of the country. One problem 
prefabricators have had in developing 
distribution has been one of financing. 
The dealers have had to use their own 
capital to pay for the houses and to carry 
them through the inventory and erection 
stages, and this has been a stumbling block 
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We are pleased to announce 


the formation of 


AUBREY G. LANSTON & Co. 


INCORPORATED 


to deal primarily in obligations of the 
U. S. Government and its instrumentalities 
and of States and Municipalities 


The Company opened offices at 
Fifteen Broad Street, New York 
on Tuesday, September Twentieth, 
Nineteen Hundred and Forty-Nine. 


Aubrey G. Lanston 


President 


Telephone WHitehall 3-1200 
Teletype New York 1-3690 


Philip D. Holden 


Vice President 


Leroy M. Piser 


Vice President 
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in manufacturer attempts to build uw 
adequate distribution systems. 

A plan for lightening the dealer financing 
load has now been worked out with the 
Galbreath Mortgage Company, Columbus, 
Ohio, following consultations with banker 
and state officials. Under this arrangement 
Galbreath rather than the dealer immedi. 
ately pays the manufacturer for housing 


units shipped, leaving the dealer free tif 
use his own funds for acquiring lots, land- 


scaping them, and erecting the buildings. 
Galbreath in turn receives funds to cover 
the prefab advance and interim loan 


interest from the bank or other lendingf 
institution originating the mortgage, afte 
the latter is satisfied with the state of con-f 


struction. Both Gunnison and the Lustron 
Corporation have adopted this plan of 


interim financing, and it is available to any 








prefab manufacturer able to meet Gal- 
breath’s requirements. 


Easier terms? Congress is considering 
legislation liberalizing present home financ- 
ing stipulations, but there is said to be 
little chance that the Senate will take 
action before adjournment of the current 
session. The proposed bill would reduce 
FHA down payment requirements 
broaden the FNMA secondary market, 
encourage low-cost housing in rural areas, 
and extend Section 608 insurance on 
rental housing. It is not expected that 
direct government loans to veterans and 
co-operative housing projects, initially 
considered by the Congressional housing 


committees, will be included in any 
eventual legislation. 
* « ’ 


Consumer Credit: Problem 
or Business Bulwark: 


An increasing trend toward “no money 
down” merchandising is a cause for growing 
concern to banks and other lending agencies 
discounting appliance, furniture and other 
retail paper. 

While to date the extremely liberal terms 
have been primarily identified with the 
smaller specialty stores, the no down pay- 
ment lure plus such devices as “‘a quarter 
a day’ coin banks for accumulating 
monthly payments are credited with being 
definite sales stimulants, and there is con- 
jecture as to whether larger outlets in- 
cluding department stores can permanently 
resist the trend. 

The easing of terms comes at a time 
when the upward trend of consumer credil 
volume has been resumed following a briel 
decrease at the start of the year. It is now 
about at the all-time peak of $16.3 billion 
reached last December, compared to $j 
billion in 1939. Of course, a different pic- 
ture is presented by comparing the ratio 
of consumer credit to disposable personal 


income, rather than mere dollar totals. > 
In 1939-41 the ratio was about 10.5 perf 


cent, whereas now it stands at about 8.2 


per cent, indicating that consumer credil 


is not overextended when compared with 
the pre-war average. However, this pres 
ent conservative relationship is dependent 


upon the maintenance of a high level o } 
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personal income, and the ratio could change f 


rapidly with a drop in employment and 
income. 

Realizing this, many merchants are 
aware of the danger of easing credit terms 
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BANKERS TRUST HAS GIVEN US A 
VERY HELPFUL CREDIT REPORT, BILL. 
bam IT’S A THOROUGH, PENETRATING JOB 
—JUST THE INFORMATION WE NEED.. 


























How you can get dependable Credit Information 


You, of course, know the impor- 
tance of getting accurate, depend- 
able credit information — credit 
information which can be acted 


upon with confidence. 


That is the kind of credit in- 
formation you receive when you 


send us your credit inquiries. 


Credit information from Bank- 
ers Trust is based on personal in- 
terviews with suppliers, customers, 
competitors, banks, trade associa- 


tions and regular credit agencies. 


October, 1949 


Our credit investigators and 
analysts are well-trained, compe- 
tent, and experienced. In addition, 
every credit inquiry receives the 
personal attention of an experi- 
enced credit officer. He supervises 
the investigation and evaluates the 
facts obtained in the light of cur- 
rent trade and business conditions. 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


This “officer management” offers 
you a decided advantage. 

This is just one of the many 
services Bankers Trust offers its 
correspondents and customers. If 
you require an efficient New York 
banking connection you are in- 
vited to write us at 16 Wall Street, 
New York 15, N. Y. 
































FACTORIES 


are growing in 
.. AUSTRALIA.. 


The Bank of New South 
Wales booklet—“Invest- 
ment Opportunities in 
Australia”—deals with 
both the establishment of 
factories and the purchase 
Obtain a 
free copy from your bank 


of securities. 


or direct from — 


BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australia 

















to the point where customers may become 
too deeply involved. As the business 
bulletin of Cleveland Trust Company 
reminisces: ‘The experience of the early 
1930’s proved that too much buying on 
credit can become a top-heavy burden in 
subnormal years.”’ The bulletin advises 
that lenders should continue to exercise 
caution so that this danger will be avoided. 

But if installment credit poses some 
potential problems, it also is making a 
valiant contribution in keeping present 
business volume high in the face of some 
strong deflationary factors. Such is the 
contention of one of the veteran banking 
authorities in this field, Roger Steffan, 
vice-president, The National City Bank 
of New York, who heads an operation han- 
dling some 3,000 consumer credit applica- 
tions a day. 

Purchasing power. Mr. Steffan points 
out that, in seeking help for their financial 
needs, about 90,000 men and women are 
daily treading similar paths to some 12,000 
banks, a situation for which there is no 
parallel anywhere else in the world. The 
result is that today’s “‘credit-ability”’ of the 
average worker, converted by banks into 
“cash on the barrel-head”’ for services and 
goods, is a dynamic factor on the favorable 
side of the current business picture. The 
future ability of borrowers to pay sets in 
motion today a chain reaction consisting of 
many successive business transactions. 
Hundreds of millions of dollars are thus 
being distributed by banks each month to 
every conceivable area of industry. Inci- 
dentally, a recent survey among Illinois 
banks with resources under $10,000,000 
has disclosed that 37% per cent of total 








REPRESENTATIVE 
OFFERINGS 


State of Arkansas 
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34% Highway Refunding 
Bonds 


Boston Metropolitan District 
1%% Transit Bonds 


Chicago Water Works System 


1%% Revenue Certificates 


Glendale Unified School Dist., Cal. 
1%% School Bonds 
Harrisburg, Pennsylvania 
14% Sewer Improvement 
Bonds 


State of Michigan 
14% & 1%% Veterans’ Bonds 


New York City, New York 
3% Water Supply Bonds 
Seattle, Washington 


2%4% Street Lighting & 
/ Park Bonds 











OUTH LA SALLE STREET CHICAGO 9O 


Financing Publi Lnprovements 


The American citizen is the best served in the world. 
Admirable public buildings, schools and audito- 
riums, pure water supplies, health-giving parks, sewer 
systems, broad surfaced highways...these are but a few 
of the public improvements and services which are his, 
made possible largely through the sale of bonds issued 
by states, counties, cities and other taxing districts. 

Widespread interest has developed in state and munic- 
ipal bonds because of their exemption from federal 
income taxation, their recognized safety combined with 
satisfactory return, and because of the public benefits re- 
sulting from their issuance. 

Through Halsey, Stuart & Co.Inc., such highly accept- 
able bonds are available to conservative investors. Write 
for our latest municipal offering list, without obligation. 





HALSEY, STUART & CO. Inc. 


STREET NEW YORK AND OTHER PRINCIPAL CITIES 
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Business Bulletin "Cleveland Trust Company 


Upward trend resumed 


loans of the reporting banks are on an 
installment payment basis. 

“Consider how widely your deposits are 
utilized when you advance credit for the 
purchase of a single television set,’ said 
Mr. Steffan to West Virginia bankers re- 
cently. “The suppliers for whom you are 
making orders may run into the hundreds 
because one set may have 692 mechanical 
components, 280 electrical components, 
and 27 tubes.” 

Build-up policy. At National City 
Bank, a “‘three-depth” system has been 
devised to assure maximum liberality and 
ingenuity in a searching effort to validate 
every possible personal loan application. 

Beyond the loan interviewer is an 
Approval Committee (note the word 
“‘Approval’’) consisting of 45 credit super- 
visors who are skilled in building up loan 
applications to the point of acceptability. 

In perhaps one out of 10 times the 
investigated facts on the application may 
not add up to immediate approval. In 
such instances the supervisor consults an- 
other member of the committee, to see if 


Outlines “‘three-depth”’ system 
‘P y 


ROGER STEFFAN 
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he has a different slant. 

Even if both supervisors are unable to 
find a solution, the loan is not declined. 
Under the “build-up” policy, the applica- 
tion is referred to a credit policy officer, 
who takes the attitude of an alert competi- 
tor anxious to discover good assets or to 
Smake loan adjustments which will assure 

that the monthly payments can be met. 

Through this kind of ‘‘second-and-third- 
Slook” handling, about 14,000 cases yearly 


amounting to some $6,000,000 are moved 


Girom the “question mark” pile to “ap- 

proved,” according to Mr. Steffan. He 
Hdoes not believe there is any mechanical 
) or slide rule way of evaluating credit appli- 
‘cations, by giving point ratios to various 
"factors. To the question of who is entitled 
‘to credit, his elementary answer would be: 
i “Any loan is good that gets its monthly 
| payments made on time, without real hard- 
)ship to the borrower.” 

And Mr. Steffan might add, such a loan 
has a two-way benefit. One is the assist- 
ance it provides solving the individual’s 
immediate financial problem, and the other 
is the benefit the transaction confers on 
the national economy. 


¢ ¢ o 


Molding Public Opinion 


With so many organizations and pro- 
grams devoted to “saving free enterprise 
and the American way of life,’’ some busi- 
nessmen are wondering if the current situ- 
ation is not a parallel to Stephen Leacock’s 
observation about “mounting a horse and 
riding off in all directions.” 

Anent this, one public relations firm 
) says: Current barrages against the wel- 
fare state, national health insurance, public 
housing and the like merely deplete the 
strength of private enterprise, unless it 
mobilizes its own infantry to move and 
consolidate its position by providing at 
least in reassuring measure the needs which 
the public has come to recognize and is 
determined to fill in one way or another. 

Three tips. In public opinion molding, 
the public relations organization of Bald- 
win and Mermey, New York City, offers 
these specific suggestions for businessmen: 

1. Keep away from the editorial ap- 
proach, and stick to the reportorial. Avoid 
| “preachments,” inspirational messages and 
} generalities. Get across to the public 
factual reports on specific contributions 
which business and industry are making 
to meeting the public’s need and conven- 
ience. Give the people the basis for ap- 
praising the usefulness of private business. 

2. Work through organizations which 
have already demonstrated their hold on 
important segments of the public. Don’t 
gel bogged down in the “grass roots” 
psychology. Co-operate with the leaders 
of these organizations. In most cases they 
are open-minded and will welcome infor- 
mation and co-operation from business if 
the information is fair and honest and if 
the co-operation is genuine and above- 
board. If it isn’t possible to convince these 
leaders, there isn’t much chance with their 
followings. 

3. Remember that the country has 
} g own too large to be impressed by single 
liipacts, even if they become relatively 
nimerous. It is only through co-ordina- 
tivn of efforts that it is possible to build a 
force of effective strength. 
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"Ots mae that makes sense to me /” 


““No more looking for the right stamp... 
or running out of the right stamps, and 
running down to the postoffice with a fistful 
of letters you have to buy stamps for, and 
stick on!...1 always took more of a licking 
than I gave—with that glue! Foo! A postage 
meter prints the stamp I need .. . Just press 
the whatzis—and a first edition, every time! 


**No more slopping around with dirty 
sponges or pounding envelope flaps that 
won’t play dead. A meter seals as it stamps! 
No more keeping stamps in that tin box— 
and keeping office chiselers out of it. Now 
the postage is all under the hood, where 
the meter takes care of it—not me! 

“‘No more getting stuck getting out 
mail every night—almost willing to 
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— 
PITNEY -BOWES, Inc. 


3109 Pacific St., Stamford, Conn. 


Originators of the postage meter... largest 
makers of mailing machines . . . offices in 


93 cities in the U. S. and Canada 


marry the wrong guy to get away from it all! 
A postage meter is the working girl’s pal!... 
stamps and seals a flock of letters in a few 
minutes. The darn machine can even count! 

“It’s modern magic, the kind that makes 
sense to me!” 

Yes...we know you don’t put in a 
postage meter merely to please the girls in 
the bank. But the convenience and efficiency 
in handling mail . . . the postage and transit 
time that metered mail saves... will make 
a meter a real economy in any size bank. 
Pleasing the girls is a plus, and not a bad 
idea, either! 


Wuerner you mail few or many letters 


a day...call or write for illustrated booklet, 
“So You Have No Mailing Problems?” 


PITNEY-BOWES 


Postage Meter 








AS ONE BANKER TO ANOTHER — 





How da yOef 


b, the amount of its resources—the extent of its 


facilities? By speed and efficiency of service? No one, 


of course, would dispute these common yardsticks. But 
aren’t they, in your mind, just part of the story in any 
banking connection? 


Aren’t there certain intangibles that are just as im- 
portant? Isn’t one of these intangibles a real willingness 
to help . . . not just on the day-to-day routine, but on all 
those tough little problems (big ones, too) that rise to 
plague us all from time to time? . 


Brought up in a tradition of doing business the 
friendly way, the National City organization tries to offer 
more than just resources and facilities. Perhaps that’s 
one reason so many bankers so regularly use the many 


specialized services that National City Bank provides. 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 


Member Federal Deposit Insurance Corporation 
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First in World Wide Banking 
OVERSEAS BRANCHES 


CUBA ENGLAND INDIA PHILIPPINES 
Buenos Aires Balboa Havana London Bombay Manila 
(502 Bartolomé Cristobal (402 Presidente (117, Old Broad St.) Calcutta (Juan Luna) 
Mitre) West End Port Area 
Flores CHILE Zayas) (11,WaterlooPlace) JAPAN Cebu 
Plaza Once Santiago Cuatro Caminos Tokyo Clark Field 
Rosario Valparaiso Galiano euee Cake 
BRAZIL CHINA La Lonja eas ‘Fotehomes PUERTO RICO 
Rio de Janeiro Shanghai Caibarien (BC Branch) MEXICO San Juan 
Porto Alegre Carderias bs : Arecibo 
_—_ b — LOMBIA Manzanillo Manteo City = nn 
(Pernambuco) ogota aguas 
ntos Barranquilla Matanzas HONG KONG PERU Mayaguez 
Sao Paulo edellin Santiago Hong Kong Lima Ponce 


REP. OF 
PANAMA 


Panama 


SINGAPORE 
Singapore 


URUGUAY 


Montevideo 


VENEZUELA 


Caracas 
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A. B. A. Convention 


A warm welcome in traditional California 
stvle is promised those attending the 
American Bankers Association convention 
in San Francisco, October 30 to Novem- 
ber 2, by General Convention Chairman 
Allard A. Calkins, president, Anglo Cali- 
fornia National Bank. 

“This year California is observing its 
centennial of the gold rush days of 1849 
and it seems particularly appropriate that 
the A. B. A. should come to California 
for its 75th anniversary convention,” says 
Mr. Calkins. “It will afford our guests a 
splendid opportunity to see the great 
progress that has been made here since 
the A. B. A. convention in 1936.” 

Besides the glamor of the city itself as 
seen in its bridges, hills, civic center, 
Chinatown, Latin Quarter, Fishermen’s 
Wharf, shops and restaurants, and the 
especially fitting History Room at Wells 
Fargo Bank, visitors will be offered a 
round of social activities. These will in- 
clude a reception, a symphony concert, a 
technicolor movie on San Francisco, a 
hospitality hour by San Francisco banks, 
and a luncheon and fashion show for 
women. 

Tours planned. Scenic tours on Mon- 
day and Tuesday will include trips across 
the Golden Gate Bridge to the great red- 
wood trees in Muir Woods National Monu- 
ment, and trips across the Bay Bridge and 
Skyline Boulevard to Grizzly Peak which 
affords a panorama of San Francisco and 
the Golden Gate below. On Tuesday, the 
steamer General Cox will make three tours 
of the Bay to show visitors the bridges, 
Alcatraz, Treasure Island Navy Base, 
Yerba Buena Island and other points of 
interest. 

Convention activities will be spread 
among the Palace, St. Francis and Fair- 
mont Hotels, with the registration of dele- 








ALLARD A. CALKINS 
General Convention Chairman 


Extends a warm welcome 


gates and educational displays at both the 
Palace and the St. Francis. General con- 
vention sessions will be held at the Geary 
Theater. 

Many noted speakers appear on the 
convention program, which was announced 
from New York City by A. B. A. President 
Evans Woollen, Jr. These include: John 
W. Snyder, Secretary of the Treasury; 
U. S. Senator John J. McClellan of Arkan- 
sas; Allan Sproul, president, Federal Re- 
serve Bank of New York; Paul G. Hoffman, 
Economic Co-operation Administrator; 
Robert Sproul, president, University of 
California; W. Randolph Burgess, chair- 


San Francisco, scene of the A. B. A.’s 75th anniversary convention 


man, executive committee, The National 
City Bank of New York, and chairman of 
the A. B. A. Economic Policy Commission; 
Fred I. Kent, director, Bankers Trust Com- 
pany, New York, and chairman, A. B. A. 
Commerce and Marine Commission; and 
W. L. Hemingway, chairman of the board, 
Mercantile-Commerce Bank and _ Trust 
Company, St. Louis, who has been on a 
world-wide tour with World Town Hall 
Seminars. 

Sunday. The opening phase of the pro- 
gram will be the executive sessions of some 
25 commissions, councils and committees on 
Sunday, October 30. These will be fol- 
lowed by the reception and tea at the 
Palace and Fairmont Hotels in the after- 
noon and the Standard Symphony Hour 
and the technicolor movie, ‘“‘San Francisco 
Queen of the West,” in the evening. 

Monday. Speakers at the State Bank 
Division meeting, Monday morning, will 
be Division President Frank L. King, presi- 
dent, California Bank, Los Angeles; Mau- 
rice C. Sparling, Superintendent of Banks, 
State of California; and W. L. Hemingway. 

Speakers at the National Bank Division 
meeting in the afternoon will be Division 


President W. W. Campbell, president, 
National Bank of Eastern Arkansas, 
Forrest «City, Arkansas; W. Randolph 


Burgess; and Senator McClellan. 

At the Trust Division meeting in the 
afternoon, the speakers will be Division 
President H. M. Bardt, vice-president and 
senior trust officer, Bank of America N. T. 
& S. A., San Francisco; R. M. Alton, vice- 
president in charge of the trust department, 
United States National Bank, Portland, 
Oregon; and A. E. Steadman, president, 
Cooke Trust Company, Ltd., Honolulu, 
Hawaii. California greetings to the trust 
division will be extended by William S. 
Hogan, president, Associated Trust Com- 
panies of Central California, and assistant 
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IN THE Or OF OKLAHOMA CITY ; | 


NOW BIGGER... and Better 


Equipped to Serve You!!! 


AND TRUST COMPANY + OKLAHOMA CITY | 


MEMEET! FEDERAL BEPOSIT INSURANCE CoRPeRATION 














Left ro right: 


J. F. McGRATH, vice-president, Crocker First National Bank; H. M. BARDT, 





vice-president and senior trust officer, Bank of America; R. D. BRIGHAM, vice-president, Anglo 
California National Bank; RUSSELL G. SMITH, executive vice-president, Bank of America, 
chairman; WILLIAM A. MARCUS, senior vice-president, American Trust Company, vice- 


chairman; A. H. SILVERNAIL, 


vice-president, Wells Fargo Bank; HERBERT V. ALWARD, 


vice-president, Bank of California 


Executive committee for the A. B. A, anniversary convention 


trust officer, The San Francisco Bank. 
President Paul W. Albright, general 
secretary, Savings Banks Association of 
the State of New York, will be the first 
speaker at the State Association Section 
meeting, also held in the afternoon. He 
will be followed by a panel discussion 
participated in by David M. Auch, execu- 
tive manager, Ohio Bankers Association, 
Sidney A. Ayers, executive secretary, Mas- 








FROM THE 





SUNNY SIDE OF THE BAY... 





















We at Oakland’s 
Big HOME Bank | 
welcome you to the | 
Bay Area and | 
extend a cordial | 
invitation to 

stop in upon us. 











DUNLAP C. CLARK, President 
Total Resources more than $124,000,000 
58 YEARS OF SERVICE 











D. W. HENDERSON, Executive Vice-President | 
Member Federal Deposit Insurance Corporation 
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sachusetts Bankers Association, and C. C, 
Wattam, secretary, North Dakota Bankers 
Association. The meeting will then be 
addressed by Robert V. Fleming, president, 
The Riggs National Bank, Washington, 
D. C. 

Monday evening. An innovation at the 
1949 convention will be the holding of the 
Savings and Mortgage Division meeting 
in the evening. It will be addressed by 
Division President William A. Marcus, 
senior vice-president, American Trust Com- 
pany, San Francisco; by Fred I. Kent; and 
William A. Reckman, chairman of the 
division’s Federal Legislation Committee, 
and president, Western Bank and Trust 
Company, Cincinnati, Ohio. 

Tuesday. The Agricultural Commission 
of the association will hold its annual con- 
vention breakfast at the Palace Hotel on 
Tuesday morning. This year’s address 
will be given by J. Earl Coke, director of 
the Agriculture Extension Service of the 
University of California. 

Association President Evans Woollen, 
Jr., chairman of the board, Fletcher Trust 
Company, Indianapolis, Indiana, will de- 
liver the opening address at the first general 
session, Tuesday morning. He will be fol- 


lowed by John W. Snyder and Robert 
Sproul. 
Wednesday. The second general ses- 


sion, Wednesday morning, will have Paul 
G. Hoffman and Allan Sproul as speakers. 
Their addresses will be followed by the 
report of the resolutions committee and the 
election and inauguration of association 
officers for the coming year. 

San Francisco correspondent Earl Burke 
reports that San Francisco will be enjoying 
mellow Indian summer weather during the 
convention but advises visitors to bring 
topcoats for the cool evenings. 


¢ Sd 


F.P.R.A. Annual Convention 


The Financial Public Relations Associ- 
ation’s annual convention is scheduled to 
start promptly at 9 a.m., October 19, at 
the Edgewater Beach Hotel in Chicago, 
according to S. H. Chelsted, vice-president, 


Burroughs Clearing House 


( 





People 
aC 


ymps 
re ner: 


ynvel 


Alle 


and 
Trust 








' 
H 
i 


ALL 


Scho 
Wi 
Ray! 
Rock 
New 
ment 
gene 
Spin 
chan 
spea 
Sma 
row, 
ble | 
Yor 
“En 
T 
Oct 
lanc 
Kar 
Liv 
1 
mol 
dire 


at 

nol 
ma 
qui 
the 
for 
int 
ses 
tio 








Company, Pittsburgh, Pennsylvania, and 
General Program Chairman for this year’s 
convention. 

Allen Crawford, F. P. R. A. president, 
and vice-president, Bankers - Equitable 
Trust Company, Detroit, Michigan, will 
deliver the presi- | 
dent’s message 
at the first general 
session Wednes- 
day morning. All | 
lectures on the 
School of Human 
Relations will be 
given by Dr. A. C. 
Van Dusen, pro- 
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E a] fessor of psychol- 
lo Lay ogy, Northwest- 
Ms ‘4 Lis £ i} ern University, 
4 ALLEN CRAWFORD who is well known | 
, to students of the | 
School of Financial Public Relations. | 
Wednesday’s general session speaker is | es: = 
Raymond N. Ball, president, Lincoln | - 
Rochester Trust Company, Rochester, Sor eR ee 
New York, who will speak on ‘‘Manage- ““SEESSeae =, 
*. C, | ment’s Responsibilities.” Speakers for the | 
kers | general session on Friday include Julius J. | 
1 be — Spindler, president, Farmers and Mer- 
jent chants Bank, Highland, Illinois, who will > 0 & 
ton, speak on “Public Relations Problems in a Ld 
Small Community,” and Joseph H. Mor- | 
| the row, assistant agency manager, Equita- 
ble Life Assurance Society, Syracuse, New 
be York, who will address the session on OCTOBER 31, NOVEMBER 1-2-3 
S hw “Employee Relations.” 
rcus The banquet speaker for oe — Ox. 7 
‘om. | October 21, will be Dr. Kenneth McFar- Y/ Se 
pe land, Superintendent of Schools, Topeka, oe lO ane Srancesco 
the Kansas, with an address on ‘““Today’s 
tte, Living.” 
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nes morning with a meeting of the board of ...and all of California from 
sion directors, following formal adjournment. Cc lif 7 t A d b k 
con- | allfornia S Statewlae pank. 
pees + . . | 
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The popularity of the F. P. R. A. school | do to make your visit here 
llen, at Northwestern University, Chicago, IlIli- 
rust nois, has been firmly established. Fresh- more enjoyable please call 
de- man class applications in 1949 exceeded | 
eral quota by 60 per cent, and 50 per cent of | 
fol- the available freshman class reservations on us at any of our offices 
bert for 1950 already have been filled. Those 
interested in registering for the coming | throughout the state 
ses- sessions are advised to mail their applica- | 
Paul tion as soon as possible. 
cers. One of the 45 graduates of the 1949 | 
the F. P. R. A. school, who is highly enthusias- 
| the tic over the results obtained, is Melvin F. ior / . 
tion Lanphar, former president of the Romeo 4 sank ot MIericea 
(Michigan) Savings Bank, and president TRUST anp 
urke of the mortgage firm of Melvin F. Lanphar NATIONAL savings ASSOCIATION 
ying and Company, Detroit. Mr. Lanphar Branches throughout California and in London, 
the considers the two-year-old school’s con- Manila, Seve Meeashat Kobe, Yokohama 
ring f tribution to the financial field of promotion | Representatives: New York, Paris, Milan, Zurich 
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menting on the value of the free exchange 
of ideas at the school between the bank 
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) officers of the many cities represented, Mr. 
“One student took back just one idea 
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class, is worth many times the expense 
involved. 
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A.I.B. Anniversary 


John W. Snyder, Secretary of the Treas- 
ury, officially opened the Golden Anniver- 
sary Year of the American Institute of 
Banking with a national radio broadcast 
commemorating the institute’s 50th anni- 
versary on September 13. 

Mr. Snyder was introduced by Dr. 
Harold Stonier, executive manager of the 
American Bankers Association and former 
national director of the A. I. B. The 
Secretary of the Treasury’s birthday greet- 
ings were extended to most of the Insti- 





1949 graduation class lauds F. P. R. A. school 








Why Coe, EMPIRE FILE 


FOLDERS SAVE YOU MONEY 





Consult the classified section of your 
telephone directory for your nearest 
“Y and E” dealer. Look under Filing 
Equipment or Office Equipment. 


¢ SERVING 
AMERICAN 
BUSINESS 
SINCE 1880 


Empire Folders are easy to use... 
BECAUSE EMPIRE FOLDERS: 


e Stand up to be seen 


« Have rounded corners to 
prevent dog-ears 


e Have smooth finish—are easy 
to remove and easy to refile 


e Are uniform throughout the line 


e Areavailable for every require- 
ment—in all tab styles—in all 
common weights and sizes 


e Are imprinted with catalog 
number for easy, accurate 
duplication 


Empire Folders are the finest 

available—they last and last... 

EMPIRE FOLDERS 

e Are exactingly tested for 
quality 


e Equal or exceed Government 
specifications 


Also Makers of Quality Steel Office ngero 
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tute’s 400 chapters and study groups around |) 


the country. 

The official opening of the Golden Anni- 
versary Year of the Institute was marked 
by special meetings of chapters and study 
groups in all sections of the nation, with 
reception of the broadcast by the Secretary 
of the Treasury as a principal feature of 
the programs. Fourteen of the groups 
now active will also observe their 50th 
anniversary this year. 

The year’s activities will be climaxed by 
the Institute’s Golden Anniversary Con- 
vention to be held in Minneapolis, Min- 
nesota, in June of 1950. 


¢ ¢ 


Group Insurance 
Inaugurated 


A group life insurance plan was recently 
put into force by banks in Louisiana for 
their officers and employees through the 
Louisiana Bankers Association. The pro- 
gram officially went into effect on August 1, 
according to R. Irby Didier, tlie associ- 
ation’s secretary. 

Under the broad plan which has been a 
general aim of the Association for more 
than a year, officers and employees of 
banks who have joined will be provided 
life insurance, accidental death, dismem- 
berment, loss of sight, hospital, and surgi- 
cal operation benefits. 

W. Leroy Ward, Jr., chairman of the 
L. B. A. Insurance Committee and execu- 
tive vice-president of Fidelity National 
Bank, Baton Rouge, spearheaded the 
movement to develop the plan and termed 
it as “‘a security program for bank em- 
ployees.” 

Inauguration of the plan began a year 
ago under the administration of Voss V. 
Whittington, 1948-49 L. B. A. president, 
and was carried on to the present adminis- 
tration of W. N. Louque when the plan 
went into effect. 

Aiding Chairman Ward on the L. B. A. 
Insurance Committee were M. L. Funder- 
burk, president of the Citizens National 
Bank and Trust Company, Houma; J. E. 
Harper, president of the Minden Bank and 
Trust Company, Minden; A. A. LeJeune, 
cashier of the Kaplan State Bank, Kaplan; 
V. V. Whittington, president of the Bossier 
Bank and Trust Company, Bossier City; 
Robert H. Bolton, L. B. A. vice-president 
and executive vice-president of the Rapides 
Bank and Trust Company, Alexandria; 
and W. N. Louque, L. B. A. president and 
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vice-president of the National American 
Bank, New Orleans. 

The plan is being made available through 
one of the nation’$’ major life insurance 
companies. 

* * + 


Book on Banking 
Written for Children 


Mrs. Lou Byram Reed, wife of Preston 
E. Reed, executive vice-president of the 
Financial Public Relations Association, is 
the author of a new 72-page book called 
“The Romance of Money and Banking 
Through History,” written for distribution 
by bankers to school children. 

The book, published by Dilley, Martin, 
and Hess, Incorporated, Indianapolis, 
Indiana, consists of eight short stories for 
school children, telling of the different 
periods of history from the cave man to 
colonial days, wherein boys and girls of 
their time were confronted with problems 
concerning the evolution of money and 
exchange. The purpose of the book is to 





MRS. LOU BYRAM REED 


show the growing consciousness of needs 
for improvement in exchange, currency, 
trade, and protection of funds, which 
finally resulted in our modern banking 
system. 

Tentative price ranges begin with 50 cents 
for small quantities down to 25 cents for 
orders of 1,000 or more. 

Mrs. Reed, who owns a school of music 
and dramatic art for youngsters in Chicago, 
is an accomplished journalist and educator. 
Her avocation includes historical research 
and writing. 

+ + . 


Architecturally Progressive 





Olney Federal Savings and Loan Associ- | 


ation’s new home in Philadelphia follows 
the progressive-contemporary thought in 
design, indicative of the institution’s desire 
to keep all business methods and thinking 
progressive, and to make the building a 
friendly and serviceable place to do busi- 
ness. 

The problem presented was to create a 
building of dignity and character. Pleas- 
ing and simple architectural design, care in 
the selection and use of materials, color 
harmony, proper lighting, confortable and 
efficient equipment, and controlled air and 
temperature have been combined to pro- 
duce conditions as nearly ideal as possible. 

With the new building, a new service 
was added. A drive-in deposit window was 
isstalled for the convenience of those who 
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Welcome A. B.A. Delegates 


vo SAN FRANCISCO 


We, at Anglo Bank, hope your stay will be 
both pleasant and profitable—that you will find 
the Convention meetings stimulating and also find 
opportunity to enjoy some of the unique attrac- 


tions of our city. 


If we may assist you in any way do not 
hesitate to call on us. While you are in San Fran- 
cisco we cordially invite you to make our bank 


your headquarters. 


HEAD OFFICE 


ANGLO 


1 Sansome Street 
San Francisco 20 


DOuglas 2-8100 


CALIFORNIA NATIONAL 


BANK 


27 OFFICES IN NORTHERN CALIFORNIA 





Member Federal Reserve System + Member Federal Deposit Insurance Corporation 
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Olney Federal Savings and Loan Association, Philadelphia, Pennsylvania 















































Citizens and Southern Bank, Charleston, S.C. 








Saw-tooth cages, The Michigan Bank, Detroit 


Many new features in bank and savings and loan association quarters 


frequently find parking in a busy business 
area difficult. Parking facilities for approxi- 
mately 14 cars are also available. 

An attention-getting sign, Olney Federal 
Savings, is mounted on the edge of the roof 
directly over the main entrance. The 
letters are of heavy gauge stainless steel, 
30 inches in height, and are lighted with 
a double row of white neon. 

The interior has been designed to provide 
for maximum daylight working conditions. 
Glass block in the ceiling was developed to 
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introduce natural daylighting into the 
general offices. This daylighting is directly 
above the counter area and gives a sloping 
ceiling which reflects the light throughout. 
For night lighting, two coves line the row 
of windows near the ceiling to maintain a 
condition similar to the daylight condi- 
tion. There is supplementary lighting in 
the general offices which is provided by 
bands of fluorescent troffers set flush with 
the flat ceiling. 

The lobby area has an African mahog- 


any wainscoting, with red French Rouge 
antique marble for the counter fronts. 
These warm colors are complemented by a 
cool gray used on the remainder of the 
walls. The board room has one wall of 
oak and the other walls pale green. The 
president’s office is pale green also, and 
both rooms will have curtains of bright 
complementary colors and patterns. The 
service areas have been brightened by the 
use of a pale yellow on the walls and white 
ceilings. 
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The entire building interior, with red 
«nd black tellers’ counters, satin aluminum 
railings, warm African mahogany wain- 
seoting, cool gray walls and off-white ceil- 
jugs, blends into a feeling of rich distinction. 

Air conditioning has been installed 
throughout the banking and office areas 
for the convenience and comfort of cus- 
tomers and more favorable working condi- 
tions for employees. For winter comfort, 
steel pipes have been installed in the con- 
crete floors to provide radiant heat. The 
heating system is controlled by an outside 
“weatherman” which anticipates inside 
temperature changes by taking into account 
outside weather changes. 
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Expansion From Within 


A steady growth in deposits and an in- 
creased activity in all departments of the 
bank prompted the New Hampshire Sav- 
ings Bank of Concord, New Hampshire, to 
modernize and rearrange its banking 
quarters. 

Architects have, through rearrangement 
of existing space and with the use of modern 
counters and equipment, added 300 square 
feet to the lobby, 400 square feet to the 
working space for employees, and 450 
square feet to the storage space. The 
architects have rearranged the officers’ 
quarters so that they are still readily 
accessible to the public but afford privacy 
for the customer. The original officers’ 
space was designed to accommodate two 
officers and one secretary, while the new 
space will accommodate five officers and 
two secretaries, and also provides for two 
conference rooms. 

The walls throughout the bank are 
painted a soft green and blending with them 
are the soft, golden, spun glass curtains 
which frame the beautifully arched win- 
dows. At the rear and directly over the 
vault door is a large scenic mural depicting 
Concord in 1840. 

Gone are the high cages and in their 
places are low counters running the length 
of either side of the lobby with one lilli- 
putian window especially designed for 
youngsters to accommodate the bank’s 
3,300 school children depositors who have 
a total of $57,712 on deposit. 

Lighting has been improved through the 
installation of Lenz units on the main 
floor and fluorescent type elsewhere. An 
air conditioning system has been installed 
through the banking quarters and an em- 
ployees’ lounge and kitchenette is provided 
for the personnel. 


+ ¢ ¢ 


Deposits With Music 


The Glendale Federal Savings and Loan 
Association, Glendale, California, now has 
what is considered one of the most modern, 
up-to-date savings and loan association 
uildings in the state. 

In addition to a fully-carpeted lobby and 

ndirect lighting, the association has in- 
talled a record player that plays quiet 
nusic throughout the day. Green walls 
nd wood paneling also give a pleasantness 
‘o the general appearance. 

Contrary to general practice, both side 
valls are without windows. However, the 
font of the building is an almost solid 
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Only $2.98 helps put new “sell” 
in television advertising 
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Sponsor of television show had to refilm his commercials to meet a new selling 
problem. New films picked up at studio 4 p.m., delivered to TV station 800 
miles away 8:47 P.M. same evening. Air Express cost for 11-lb. carton, $2.98. 
(In undramatic fashion Air Express keeps radio, television or any business rolling.) 








Remember, $2.98 bought a complete 
service in Air Express. Rates include 
door-to-door service and receipt for 
shipment—plus the speed of the world’s 
fastest shipping service. 


Every Scheduled Airline carries Air 
Express. Frequent service—air speeds 
up to 5 miles a minute! Direct by air 
to 1300 cities; fastest air-rail to 22,000 
off-airline offices. Use it regularly! 


Only Air Express gives you all these advantages 


Nationwide pick-up and delivery at no extra cost in principal towns, cities. 


One-carrier responsibility all the way; valuation coverage up to $50 without 
extra charge. And shipments always keep moving. 


Most experience. More than 25 million shipments handled by Air Express. 
Direct by air to 1300 cities, air-rail to 22,000 off-airline offices. 


These one make Air Express your best air shipping buy. ——_ and use it 
regularly. For fastest shipping action phone Air Express Division, Railway Express 


Agency. (Many low commodity rates in effect. Investigate.) 


GETS THERE FIRST 
















Rates include special pick-up and delivery 
door to door in principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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We Congratalete 


AMERICAN BANKERS 
whe leloed the 
AMERICAN SYSTEM 


As American Bankers meet in San 
Francisco for their Annual ABA Con- 
vention, American Surety Group con- 
gratulates them on their generous and 
continuous support of American en- 
terprise—whatever its needs. Such faith and good 
works have helped to build American Business. 


FAITH IN THE NATIVE ABILITY OF FREE ENTER- 
PRISE TO ACHIEVE ITs GOALS is basic to American 
Surety Group’s concept of doing business. For 65 
years American Surety Company has served the 
bankers directly by bonding their employees and, 
indirectly, by bonding those of their clients. 


Today, American Surety Group, through its 
agents and insurance brokers, actively solicits the 
opportunity of further serving the bonding and 
insurance needs of banks everywhere on the North 


American Continent. 






AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 
“Dependable as America“ 


100 Broadway, New York 5, N. Y. 


AMERICAN SURETY GROUP 














plate glass window reaching from the floor] 
to the ceiling, and providing plenty of 
natural lighting throughout the day. 
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Old South 


The King street office of the Citizens and 
Southern Bank, Charleston, South Caro- 
lina, deserted the ranks of the modernists 
in remodeling their bank building, and 
returned to early American design. 


Three stories high, and designed in J 


Charleston colonial, the building has been § 


completely rebuilt of old Charleston brick 
and Indiana limestone. The tellers’ 
counters have been shifted to the rear of 
the building along with the vault to almost 
double the lobby space. Small lights, 
deeply recessed in the ceiling, project a 
flood of soft light on the desks and floors. 


Walls of green pearl contrast with mahog- | 
any and the booths along the counters are [) 


topped with bronze railings. 


¢ A + 


Saw-tooth Windows 


The Michigan Bank, Detroit, Michigan, 
is more than satisfied following the installa- 
tion of “saw-tooth windows” in the lobby. 

Tellers quote such advantages as: more 
privacy for customers, longer lines are 
possible, and a very compact space is pro- 
vided for the tellers, putting all currency, 
forms, adding machines, and other essen- 
tials, within arm’s length. 

To add to the utility of the lobby, ivory 
stripes with red and gold marbelization 
contrast with the balance of the tile on the 
floor which is dark Brittany red. The 
stripes function as a demarcation line for 
those awaiting the attention of the teller. 
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Self-Service Depository 


Customers of The United States Na- 
tional Bank of Denver may now make 





Deposit at your convenience 


deposits on Saturdays, Sundays, holidays, 
and weekdays until 10 p.m., thanks to 
the new Self-Service Depository which has 
been installed just outside the bank’s glass 
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in E OOO 
rick AS TRUSTEE? 
ers’ 9 
r of § 
n0st - ‘ P 
hts, Your customers who appoint you to the responsible 
t a | duties of trustee, do so because they have confidence 
cae ) in your bank. You have built this confidence by never 
are fj letting them down... by giving them always the very 
best service. That’s why most banks all over America 
promote the sale of American Express Travelers 
Cheques—because: they never let customers down 
and give the very best service. 
an, 
ae ... Qe WHY DO YOUR CUSTOMERS 
nore Fryer 
are 
we AMERICAN EXPRESS TRAVELERS CHEQUES? 
sen- 

Known Everywhere! Your customers will find 
penta American Express Travelers Cheques the best known, 
1 the the most widely accepted cheques in the world. 
bye They're easy to spend anywhere because American 
eller. Express not only originated the travelers cheque 

idea but has vigorously promoted it for 60 years. - 

Help Available Everywhere! Your customers never 

have to worry if their American Express Travelers 

be Cheques are lost or stolen. They can get help—quick 
help, whenever or wherever they need it. At home 
or abroad, your customers can depend on one of the 
160 conveniently located American Express offices or 
one of thousands of agents and correspondents for 
fast, willing assistance and quick refunds. 

Satisfied Customers Everywhere! So rely on 

American Express Travelers Cheques to give your cus- 
tomers the dependable service they are accustomed 
to receive at your bank. In your checking accounts, 
vault protection, loans and other facilities, you give 
your best service. Be sure also to offer the best in trav- 
elers cheques—American Express Travelers Cheques. 
CONVENIENT AS CASH —100% SAFE! 








; AMERICAN EXPRESS 
an TRAVELERS CHEQUES 


ks to 


h has MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 
glass 
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doors in the building lobby. The deposi- 
tory, which was “home made” at a nominal 
cost, is for checks only. A bank employee 
demonstrates its use in the picture. 


° ° ¢ 


Manual Proves Popular 


Distribution of a manual entitled “‘Cost 
Accounting for Banks”’ has been widespread 
since its publication by the Denver Con- 
ference of the National Association of Bank 
Auditors and Comptrollers during the 
latter part of 1948, and the review of the 
manual as it appeared in Burroughs Clearing 
House, February, 1949. 

The Denver conference manual has em- 


phasized the need for more detailed informa- 
tion on how to obtain the departmental 
expense figures and transaction costs neces- 
sary to install and maintain a proven cost 
accounting ‘system. 

The procedures described are illustrated 
with forms and charts carrying complete 
figures of a practical cost accounting instal- 
lation. The book incorporates both practi- 
cal experience and accounting theory, and 
is based on the accounting practices preva- 
lent in the banking profession at the present 
time. 

The Denver Conference manual was 
written over a three-year period by a com- 
mittee composed of Denver bank operations 
officers comprising Robert H. Shepler, 
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CaprraL 
$10,000,000 


SurpPLus 
$20,000,000 





New England Beacon 


Seafarers have long relied on Boston Light 
to guide them into Boston Harbor. When 
you need a guide to New England banking 
conditions, this institution offers the experi- 
ence and enthusiasm you require to handle 
your banking problems. You can rely on 
Shawmut for effective action. 


«Outstanding Strength” for 113 Years 
The National 


Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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hen you delegate 
correspondence matters to us, 
you can be assured that they 
will be handled with a 
promptness and accuracy 
you can depend on—year in, 
year out. 





American 0, ae 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 







VUVNUUD UVa 


WASHINGTON,D.C. 
DANIEL W. BELL, President 
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chairman, vice-president and cashier of 
The Denver National Bank; Olin Brown, | 
auditor of The International Trust Com- 
pany; James J. Durkin, assistant vice- 
president of The Colorado National Bank; 
Rollo E. Jacobs, cashier, The United States 
National Bank; L. H. Lindemann, cashier, jf 
The National City Bank; and John E. 

















Widespread distribution 


Renstrom, Comptroller of The First Na- 
tional Bank. 

Copies of the book ($4 postpaid) may 
be obtained from Robert H. Shepler, The 
Denver National Bank, Denver 1, Colorado. 
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Accent on Harmony 


A striking example of a banking struc- 
ture designed to harmonize with the setting 
provided by the community it serves is the 
new Garden Bank at San Mateo, recently 
opened by the American Trust Company, 
San Francisco. 

No marble columns, vaulted ceilings or 
traditional architectural stand-bys greet the 
customers in this new office. The new 
Garden Bank with its huge expanse of 
glass, streaming sunlight and soft shadows, 
outdoors garden patio and _ tree-shaded 
parking area adjoining a large city park, 
blends into its suburban surroundings. 

The main entrance features plate glass 
doors and overhead windows flanked by 
vivid-tinted walls of Tennessee Crab 
Orchard stone and angled stone window 
boxes. 

More than half the bank’s entire wall 
length is taken up by huge windows of heat- 
resisting plate glass, which appears tinted 
a bluish-green from the outside and per- 
fectly clear from the inside. These expan- 
sive glass areas deflect the sun’s rays to 
allow light, but not heat, to enter the 
interior. 

An outdoor patio, or enclosed informal 
garden, occupies the open area at the rear 
of the building. Green lawns, shrubs, 
citrus trees, multi-colored flowers, stone- 
paved walks and benches are included in 
the patio. Access to the banking room 
from this garden patio is through another 
set of glass doors identical to those at the 
front entrance. 

Separated from the patio by a redwood 
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to another. nee an account with The First National 


Bank for 75 years. It may seem a 
long time, but I have never had 
an occasion to note during all 
these years a more pleasant 
relationship, and I know of no 
reason why this should not 
continue for many years more. 9% 
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Every effort will be made by us to promote and maintain the kind of 


— helpful cooperation that brings us letters like the one quoted above. 
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PEOPLES 
FIRST 





Pittsburgh is at the center of 
the largest and wealthiest mar- 
ket in the United States. The 
“Northeast Quadrant”’ con- 
tains more than half the 
population, three-fifths of the 
retail trade and almost two- 
thirds of its income. The 
farthest point in this quadrant 
is only an overnight train ride 
from Pittsburgh, or about 
three hours by air. 

Peoples First National, with 
its 15 completely staffed offices, 
is in excellent position to co- 
operate with you on projects 
in the Pittsburgh area. Your 
inquiries are invited. 


Shirk i 


— Pte) 2835 
FIRST 





PEOPLES FIRST 
NATIONAL 
BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 

Member F. D.1.C. 









































Garden Bank, American Trust Company, San Mateo, (Calif.) 


Garden patio, tree-shaded lawns, harmonize with western setting 


lattice fence is the paved parking space, 
planned to accommodate 40 cars. Venera- 
ble live oak trees, bordered by flower beds 
and shrubs forming parking islands, have 
been left to shade this area. 

Other flowers and shrubs almost com- 
pletely surround the bank. Planting boxes 
made of stone to match the wall-facing 
extend in a continuous line from the end 
of recessed window areas on both streets 
right up to the front entrance doors. Both 
window areas are set back about 15 feet 
from the sidewalks to form the planted 
areas, which are served by a special sprin- 
kling system. 

The banking room and the work areas 
appear to be undergoing almost constant 
transformation as the natural lighting and 
soft shadows keep changing with the sun. 
When artificial lighting is required it comes 
from spot lights so deeply recessed in the 
ceiling that no glare is reflected below. 

Interior fixtures are of bleached walnut 
trimmed with Napolean marble. Beige 


carpeting and neutral-colored drapes hang- 
ing from the high windows complete the 
decorative scheme. On the mezzanine 
floor are located offices of the real estate 
loan appraisers, rest rooms, furnace and 
fan room of the ventilating system, and 
the staff lunchroom and lounge. A sun 
deck is located on a balcony off the staff 
lunchroom. 
’ * * 


Customer Cultivation 
by Letter 


The Second National Bank of Houston, 
Texas, under the supervision and signature 
of Hugh J. Bernard, vice-president, has 
completed a campaign to determine the 
value of cultivating customers by direct 
mail. 

The bank was particularly interested in 
the customer response engendered by semi- 
personalized letters mailed monthly over 
a period of one year. A year ago they 
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Mr. Banker: 


Businessmen all over the country will 
see this message in Nation’s Business, 
Business Week, Dun’s Review and 
other important business publica- 
tions. 


There is an added and equally im- 
portant message here for bankers 
who are responsible for granting 
business loans or who are otherwise 
interested in maintaining the finan- 
cial security of customers. Should 
your client suffer an unforeseen and 
unprotected loss, his ability to fulfill 
his obligations to you might be 
jeopardized. 


As a banker, you are familiar with 
Bankers Blanket Bonds. The Hartford 
DDD Policy employs this same prin- 
ciple of comprehensive insurance 
coverage and is being adopted by 
more and more businessmen. It 
means broader coverage for them— 
and greater protection for you. 


October, 1949 


HARTFORD 





Year in and year out you'll do well with the Hartford 





This modern policy provides 


5-way protection for 
your assets and profits 


To get a profit out of your business you must 4o/d on to money, as 
well as take it in. That makes it vital to close every loophole against 
losses. 


More and more businessmen, realizing this fact, are insisting on in- 
surance that gives complete loss-proof protection, and modern in- 
surance policies are designed to satisfy that demand. An excellent 
example is the comparatively new COMPREHENSIVE DISHON- 
ESTY, DISAPPEARANCE AND DESTRUCTION POLICY. The 
protection given by this contract is so exceptionally broad that to 
equal it you would have to carry four old style policies. 


Under this new “DDD” Policy, you can safeguard yourself against 
losses due to: 


1. Dishonesty or fraud committed by your employees. 


2. Theft, burglary, robbery, damage or destruction of money or secu- 
rities within your business premises. 


3. Theft, robbery, damage or destruction of money or securities out- 
side your business premises. 


4. Theft, disappearance or destruction of securities held in a safe 
deposit box. 


5. Forgery or alteration of outgoing checks, drafts, notes, etc. 


Besides being remarkably broad, the “DDD” Policy is extremely 
flexible—it can be adjusted easily to fit the special requirements of 
any business organization. Definitely it offers you the best available 
protection against crime losses and other risks to which your money, 
securities and merchandise are exposed. 


Before some serious loss that could cut heavily into your profits or 
impair your assets occurs, you owe it to yourself and your business 
to investigate “DDD” Policy advantages. An explanatory circular 
clearly outlining what this insurance covers and does not cover will 
be promptly sent you upon request. Or your Hartford agent or insur- 
ance broker will give you details, including a quotation on cost. 


In more than 5000 communities you can locate your Hartford agent 
by calling Western Union by number and asking for “Operator 25.” 


HARTFORD FIRE INSURANCE COMPANY 
HARTFORD ACCIDENT AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE COMPANY 
Hartford 15, Connecticut 













Because 
we photograph 

checks... we can supply a complete 

description of any check payable outside 


Chicago that has been deposited with us. 


Also, if any such check is lost, a facsimile 
made from our film is forwarded for payment. 
Usually this saves the time and trouble of 


getting a duplicate check. 


We invite you to deposit your checks with us. 


Continental Illinois National Bank 
and Trust Company of Chicago 


CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 








selected two lists of 1,000 names each out 
of The Second National’s active checking 
account list. To one of these lists a letter 
was sent approximately once a month. 
Nothing was sent to the other list. The 
second was to be a check list against the 
first to determine the value of the cam- 
paign. 

Aims and policies. The monthly letters, 
friendly and conversational in tone, out- 
lined in brief some of the aims, policies and 
ideals of the bank. 

One letter discussed the breadth of bank- 
ing service; another, the responsibility of 
the bank in keeping up with the city’s 
growth and development; and a third, 
recognition of the bank’s state-wide, as 
well as local, responsibilities. Other letters 


throughout the year discussed similar } 


banking subjects. 

Fewer close-outs. Although the results 
in themselves were not spectacular, it was 
found that on the “treated”’ list only 154 
accounts closed during the year as against 
173 accounts on the “untreated” list, a 
difference of 19 accounts, or 12 per cent. 

More significant in the study were the 
responses to a small questionnaire accom- 
panying the last letter to the active list. 
Out of 904 accounts receiving the question- 
naire, 142 responded, or 15.6 per cent of 
the number of letters sent out. Of these 
responses, 135, equivalent to 94.3. per 
cent, were entirely favorable, and some 
went to the trouble of adding complimen- 
tary remarks concerning the service at the 
bank. Only three of the replies criticized 


| the bank. 


Mr. Bernard contends there were several 
reasons for the degree of response. First, 
the letters were sent in a personal manner 
by first class mail, instead of the standard 


| statement insert method. Secondly, the 


accounts had been “conditioned” through 


| the series of monthly letters over a year’s 


time. 
* ° rs 


Constructive Management 
Aids 


Twenty years of experience in the bank- 
ing field went into the writing of “‘Commer- 
cial Bank Management,” by Norman T. 
Shepherd, comptroller, Haverhill National 
Bank, Haverhill, Massachusetts, which was 
recently published by Bankers Publishing 
Company. 

Mr. Shepherd devides his discussion on 
constructive management aids for small 
and medium-sized banks ino 12 major sec- 
tions or chapters. They are: a planned 
organization, manual of operations, per- 
sonnel program, commercial tellers, savings 
department, bookkeeping and proof depart- 
ment, small loan operations, control of 
charged off loans, cost accounting, audit 
and control, the preservation of records, 
and the conclusion which includes an 
appendix, bibliography, and numerous 
auditing and operating forms. 

In discussing management problems, 
Mr. Shepherd gives no panaceas or cure- 


| alls, but he does drive home the need for 


action and further exploration into the 
many improvements in operations that can 
be made. 

The book is available through the 
Bankers Publishing Company, 465 Main 
Street, Cambridge 42, Massachusetts 
($3.00). 
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Mr. Garst, left, and Assistant Cashier W. J. Grotenhuis, right, explain income record plan to farmer 


NEEDED: DATA FOR RATING “CAPACITY” 





PARM CREDITS MEGLECTRD “O° 


A plan for obtaining income figures to supplement 
other credit data and to aid farmers’ operations 


EVERAL months ago we came to 
the conclusion that there is a 
badly neglected “C” in farm 

credit, the “‘C” that stands for ca- 
pacity. We also concluded that the 
present is a particularly opportune 
time to give this phase of farm lending 
some consideration. 

Traditionally, farm credit has been 
extended on the basis of the farmer’s 
financial statement and upon knowl- 
edge of the farmer himself, that is, on 
capital and character. His capacity, as 
the third of the three “C’s”’ of credit, 
has been a matter of conjecture. The 
farmer’s actual income figures have 
never had the same attention as his 
financial figures. 

In our search for assistance on the 
program that we proposed to develop, 
we were able to find only one bank that 
is using income figures, the National 
Bank and Trust Company, Norwich, 
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By 
WARREN GARST 


Cashier, Home State Bank, Jefferson, 
Iowa, and member, Agricultural 
Commission, American 
Bankers Association 


New York, of which Otis A. Thompson 
is president. We understand that Mr. 
Thompson, who headed the Agricul- 
tural Commission, American Bankers 
Association, for several years, now has 
income information in about half of his 
credit files. There are probably other 
banks using income information, but 
we were unable to locate them. 
Agricultural economists, on the other 
hand, have long been advocates of in- 
come figures for farmers. At various 
points in our program we have had the 
assistance of such men as Professors 
Coolidge of Kansas State, Bottum of 


Purdue, and Malone and Howell of 
Iowa State. We have had many dis- 
cussions with Professors Malone and 
Howell, both of whom have served as 
field men for the lowa Farm Business 
Associations which offer farm opera- 
tion analyses to 500 farmers in the 
state. Income figures, in the opinion 
of these men, are no less important to 
successful farm operation than they 
are to successful business operation. 

The more we got into this matter, 
the more impressed we became with 
the usefulness of the figures to the 
country bank. To supply farm cus- 
tomers with detailed information on 
their income and expenses, it seemed 
to us, would be giving them an ex- 
tremely valuable service. The number 
of farmers obtaining this information 
is very limited and it would be espe- 
cially helpful in the present period of 
adjustment. 
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A $3 million bank in the cash grain section of Iowa 


Of equal importance, of course, 
would be the usefulness of the figures 
to the bank in the making of farm 
loans. Dr. Van Hart of Cornell Uni- 
versity summed this up for New York 
State bankers when he said: “In my 
opinion, any loan that is based solely 
on collateral is a bad loan at the start. 


I have come to the conclusion that the 
time and energy spent in trying to de- 
termine the best way to appraise dairy 
cows might better be spent in apprais- 
ing the borrower’s farm business and 
the way he operates and handles his 
financial affairs.” 

Or, to get down to cases, consider 





the variation in net worth and income 
figures of two farmers in our own 
Greene County in the cash grain area 
of Iowa. Their farms are similar in size 
and in other respects. Farmer A has a 
net worth of $30,300. Farmer B has a 
net worth of $14,900. While both of 
these farmers would warrant credit, it 
would appear that Farmer A is the 
better credit risk. Actually, however, 
their income figures show otherwise. 
For the year under consideration 
Farmer A had net farm income of 
$2,520, whereas B had net farm income 
of $4,220. 

It would be possible to cite numerous 
other examples, both from Greene 
County and other counties that we 
have studied. It is very easy, as farm 
credit men know, to pick farms so near 
alike in size and appearance that it is 
difficult to tell which is which and yet 
to find great variations in income. 
Example after example could be cited 
to show that net worth figures are often 
misleading. 

Besides the direct use of income 
figures in making farm loans, it seems 
to us that they should prove invaluable 
in what might be called the political or 
public relations aspect of farm lending. 
In some cases it would be possible to 


Other phases of the bank’s farm credit and record keeping operation 
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Financial statement form Budget prepared for farm borrowers . 
The following estimates of probable income and outge are made in connection with lean to 
Richard Roe and cover the year of 1949 
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Form for bank’s credit file 


These two forms comprise the key to the bank’s program for obtaining income data 


give favorable consideration to applica- 
tions on the basis of income figures 
where net worth figures might not be 
sufficient. In other cases, of a border- 
line nature, income figures would pro- 
vide more complete facts upon which 
to base decisions. In all cases, the bank 
would be in better position to sub- 
stantiate its actions. 

It is no secret to country banks that 
one of the big questions in the minds 
of farmers is the continuity of credit, in 
good times and bad. There probably 
has never been a time when farmers 
are watching the banks as closely as 
they are now, in view of the trend of 
farm prices. Dr. Van Hart points to 
the fact that the A. B. A. survey in 
1944 showed that the fear of the banks 
being fair weather friends was one 
thing that prompted farm groups to 
demand the production credit associa- 
tions and to insist that they be re- 
tained. We have no idea that farm 
income figures will supply a complete 
answer to this problem, but we think 
that at the least they should be of real 
help to the individual bank. 

The program of income and com- 
parative farm figures that we have 
worked out for our own bank will be- 
come effective for the coming year. 
Several months ago we had our first, 
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experimental forms printed, and we 
have already been called upon to pre- 
sent our program in talks before the 
1949 Kansas Bank Management Clinic 
at the University of Kansas and 
The School of Banking at the Univer- 
sity of Wisconsin in Madison. 

Our forms are actually very much 
simplified versions of the forms that 
have been in use by schools and farm 
groups for many years. They were 
prepared especially to meet the re- 
quirements of our own area, and I 
think we should note that they would 
need to be changed for other areas or 
types of farming. 

We plan to use two, similar forms, 
illustrated above. One of these will 
be a form for the bank, and will be re- 
tained in its credit file. This is the form 
bearing the year dates across the top. 
The other form will be prepared for the 
farmer. This is the one showing John 
W. Doe’s results for 1949 as compared 
to the average, the top 10 per cent and 
the low 10 per cent of similar farms. 
This form will be presented or mailed 
to Mr. Doe. 


Advantages of better farm in- 
come figures are being stressed 
in promotional material 
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Comparative figures for the farmer 































The first step in our program will be 
taken soon after January 15 when Mr. 
Doe comes to the bank to discuss his 
credit needs for 1950. At that time 
we shall sit down with him to fill in the 
1949 column on the bank’s copy of the 
form. 

We shall begin with the number of 
acres in Mr. Doe’s farm. By way of 

See FARM CREDIT—Page 73 
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SOME BANK NOTES ALSO APPEAR EACH WEEK IN THE JEFFERSON BEE. THE 
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A state-wide consumer 
eredit campaign to 
stimulate buying 


~— Kank of Americas 


CONFIDENCE 


ni UY Now” and “Buy With Con- 

fidence” forms the basic theme 

for a full scale advertising and 
merchandising campaign launched Sep- 
tember 13 by the Bank of America. 
Planned to run until the end of the 
year, it is said to be the most complete 
selling campaign ever undertaken in 
the bank’s history. It is designed for 
a two-way play, to reach the public 
and also the manufacturers and their 
dealer outlets. 

The reasons for sponsoring this cam- 
paign of confidence at this time have 
been summarized by President L. M. 
Giannini: 

“From all reports it appears that 
the demand for consumer goods that 





By 
EARL BURKE 


could not be satisfied during the war 
years is still running strong; but the 
tendency of the public is to withhold 
purchases during this current period of 
economic uncertainty. 

“The potential market for goods is 
far greater than that prevailing in the 
pre-war period. Nearly 59,000,000 
civilians are employed, personal in- 
comes are high, and there is a record 
increase in savings; yet the customer 
has not been buying in accordance with 
his requirements and ability to pay. 
He is uncertain as to quality and future 


AMPAI 


price trends, and possibly he is not 
being sold hard enough. In any event, 
the customer is not performing his vital 
function in our economy -—he isn’t 
buying!”’ 

The original idea for such a cam- 
paign had its inception upon the 
expiration of Regulation W on June 30. 
About that time the general feeling 
within the bank was that the expiration 
of Regulation W would have a tend- 
ency to stimulate installment sales 
without the necessity of modifying the 
existing sales terms. At the same time 
studies were also made of the possibili- 
ties of arranging a campaign to stimu- 
late the bank’s Timeplan installment 
loan business which had not been 


Bank of America officials are directing their message to manufacturers, dealers and the public 


President L. M. GIANNINI 








Executive Vice-president E. A. MATTISON and Vice-president L. E. TOWNSEND scan sales kit 
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TRANSIT ADVERTISING 










BANK of AMERICA 
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Examples of sales assists in 


extensively advertised for several years. 

By this time it was clearly evident 
that buyers were holding back, follow- 
ing the line of “‘wait and see.”’ There 
was a noticeable lack of public confi- 
dence. Even when substantial price 
cuts were made in the early summer 






sales they did not move the merchan- 
dise as fast as expected. Mr. Giannini 
firmly believed that people would not 
resume buying until convinced there 
would not be still further price reduc- 
tions, that price levels were becoming 
fairly well stabilized. 













THE FRIENDLY ty ERNKREDTT MAN 


He can save you time and money 


Mihoes <é Coblernians clveody knew Me, Timagion, He's 
the frendiy symbol of Amenco's bet -bnown benkred 
verre Book of America Jimgniet froncng. 

"By now,” says Mr, Timepdan. “Remember; your 
baying buiteds sates and sales buikd Catifornia.” 
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the bank’s effort to counteract recession fears 


A further study was then made of 
the whole situation from the stand- 
point of inventories. A_ surprising 
number of lines were found where 
dealers were actually very low on 
inventories. They were postponing 

See CONFIDENCE CAMPAIGN—Page 68 


Letters to branches and manufacturers, outlining the objectives and plans of the campaign 
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Bank of America 


NATIONAL [UNAL@R ASSOCIATION 


SAN FRANCISCO HEADQUARTERS 


© A. MATTISON 
ECUTIWE VEE PRE SIOEN 


SAN FRANCISCO 20, CALIFORNIA 


September 6, 1949 
ow 


vA 


Here indeed is a kit of tools--tools of selling prepared to 
help you and all the thousands of authorized Timeplen dealers 
build greater sales by application of the advertising and mer- 
chandising methods pioneered and proved by our bank in the past. 


. 
As you know, right now there is a strong tendency on the part 

of buyera to hold back..,to “wait and see", This is a situation 
which President L. M. Giannini believes can be overcome by 

more aggressive and resourceful salesmanship---ealesmanship on 
our part and on the part of the many Timeplan dealers through- 
out California, 


That's why we are now launching the most complete Timeplan sell- 
ing campaign in our history, It ie a CAMPAIGN OF CONFIDENCE 








designed to demonstrate once more our bank's traditional leader- 
ship...to overcome present buyer inertie..,to promote the sound 
business building idea---"BUY NOW...with Timeplen financing!" 


I won't attempt here to enumerate the tools in this kit. Look 
through it and you will see how complete it is---lacking only 
the initiative and the experience which you men of the bank can 
add in your own local field, And that, I know, we can always 
count on from the finest instalment credit salesmen in the 
business, 


Sincerely, 


EG. 


E. A. Mat¥ieon 
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LM. GIANNINI 
amrnioewr 


SAN FRANCISCO 20, CALIFORNIA 
September 8, 1949 


Ur, Wm, Balderston, President 
Philco Corp. 

Tioga & C Streets 
Philadelphia 34, Pa. 


Dear Mr. Baldereton: 


From all reports it appears that the demand for consumer goods that could 
not be satisfied during the war years is still running strong; but the ten- 
dency of the public is to withhold purchases during thie current period of 
economic uncertainty. 


The potential market for goods is far greater than that prevailing in the pre- 
war period, Nearly 59,000,000 civilians are employed, personal incomes are 
high, and there is a record increase in savings; yet the customer has not been 
buying in accordance with his requirements and ability to pay. He is uncertain 
as to quality and future price trends, and possibly he is not being sold hard 
enough. In any event, the customer is not performing his vital function in our 
economy--he isn't buying! 


We have done some serious thinking on this subject and have pondered the ques- 
tion: How can we at Bank of America assist in stimulating the buying spirit 
and thus help the manufacturer to increase consumer demand for his product? 


The situation, it seems to us, can be substantially remedied by more aggres- 
sive and resourceful salesmanship to convince the consumer that price levels 
are stabilizing and that high quality goode are now being offered at reasonable 
prices, As evidence of our confidence in these respects, we are launching a 
vigorous advertising and merchandising campaign to encourage the public to Buy 
Now. 


Our CAMPAIGN OF CONFIDENCE will sell low cost Timeplan bank credit (available 
through more than 500 branches of Bank of America and more than 10,000 dealers 
and contractors), a credit service which enables your customers to buy...to Buy Now. 


We know that this campaign will prove to be an effective supplement to your ow 
selling efforts. 


T hope you and your associates will find the enclosed broadeide interesting. 


Sincerely, 















An Efficiency Audit program has enabled 


Pioneer Bank to handle increased 


business at less cost 





MEASURING EFFICIENCY 
In bank Operations 


HE Efficiency Audit program of 

the Consumer Bankers Association 

was described in the September 
issue of Burroughs Clearing House as a 
simplified plan of measuring internal 
efficiency by distributing the estimated 
time of each employee over the various 
banking functions to establish unit 
costs, and the comparison of these costs 
by participating banks. 

Last month the national application 
of the plan and some of the salient 
findings were discussed. Now follows 
an explanation of how we have applied 
the program at Pioneer Bank, in an 
effort to improve operations. The re- 
sults can be traced in the graph on page 
31 depicting “A Tale of One Bank.” 

It will be noted that in July and 
August, 1947, the employee index was 
rising at the same rate as the total ac- 
count index. It was at this juncture 
that we began a series of comparisons 
of production with previous standards 
in our own bank. As a result of this 
analysis and the application of our 
findings, we were able to increase effi- 
ciency in the next three months to the 
point where, by December 1, 1947, the 
number of employees declined by one 
percentage point despite an increase of 
13 percentage points in the number of 
checking, savings, and loan accounts 
being serviced. 

In the course of the four efficiency 
audits that have been made to date in 
conjunction with other banks, the in- 
dex of accounts has risen more than 30 
points while the employee index has 
declined eight points, so that we have 
achieved approximately a 40 percent- 
age point gain in efficiency as com- 
pared with June 30, 1947. A goodly 
portion of this can be attributed to the 
help and co-operation of our friendly 
neighbors, the Tennessee Valley Bank 
of Knoxville and the Bank of Georgia, 
Atlanta, and to the impetus provided 
by other members of the Consumer 
Bankers Association that participated 
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By 
GEORGE M. CLARK 


President, Pioneer Bank, Chattanooga 1, 
Tennessee 


in the first national application of the 
Efficiency Audit program. 

Part of our enhanced efficiency is, of 
course, due to our own efforts at self- 
analysis and self-improvement. 

One of the internal projects that has 
grown out of our operating studies has 
been an attempt to level off some of the 
activity peaks and valleys, in the in- 
terest of conserving manpower and 
rendering better service. A chart re- 
produced on page 32 records the daily 
handling of all deposit, check and loan 
payment items over a period of a 
month: It emphasizes the extreme 
variations in production, particularly 
on the three-hour Saturdays as com- 
pared to the average day’s work of six 
hours. The average number of trans- 


actions on Saturday is approximately 
9,000, or at the rate of 3,000 items an Ff 
hour, whereas the number of items § 


handled on the average week day is 


6,000, or at the rate of 1,000 items an § 


hour. It will also be noted from the 
chart that the latter days of the week, 
and particularly the days in the latter 
part of the month, fall considerably 
below the monthly average. 

These high peaks and low valleys in 
serving the public have been used to 
advantage in assigning employees un- 
needed in low periods to a responsi- 
bility for performing occasional and 
periodic duties. When our attention 
was directed to it we found that execu- 
tive inattention was permitting some 
of our employees serving the public to 
be bored to death on slack days, and 
we found that they welcomed an op- 
portunity to broaden their knowledge 
by further duties in the bank and it 
gave their jobs a welcomed variety. 
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An “incentive” salary program, first applied to bookkeepers,ped be 
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A TALE OF ONE BANK 
Charting a 40 percentage point gain in 
130 efficiency at the Pioneer Bank since the 
start of the Efficiency Audit program 
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;in — This has taken some of the load from 
to other employees, and made them avail- 


un- able to assist in serving the public dur- 
nsi- ing peak periods. 

and Another thing we discovered in our 
ion activity study was that 20 per cent of 
cu- the loans made during the week were 
yme completed during the three hours of 
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ing slack periods insofar as possible, 
thus avoiding a Saturday morning in- 
terruption of personal contact and a 
final closing. 

We do not feel that we have ex- 
hausted our resourcefulness in meeting 
this problem of the Himalayas and the 
Dead Sea. Each department head has 
been instructed to make a complete list 
of all duties in that department which 
have to be done occasionally or peri- 
odically rather than daily. Under this 
heading, of course, comes the running 
of controls, account, analysis, and 
many other intermittent chores. Fol- 
lowing compilation of the list, a further 
redistribution of employee assignments 
will be made. 

The Efficiency Audit program has 
directed our attention to the need for a 
new collection policy, in which the in- 
dividuals who make the loans now 
make collection follow-ups. The cost 
analyses have pointed up the expense 
of collection notices, averaging 31 cents 
a notice, and the fact that outside or 
field collection contact costs average 
seven dollars each. Loan officers at the 
time of the credit interview now stress 
the importance of meeting payments 
on or before the due dates, and in case 
of delinquencies they contact the bor- 
rowers instead of leaving this for the 
notice typists. This policy makes the 
loan officers more collection conscious, 
and has a wholesome psychological 
effect on the borrowers. 

Following up the over-all efficiency 
audits for the entire bank, we are now 
starting to break the figures down for a 


closer look at the various functions. 
For instance, we are now making a 
survey of costs relating to consumer 
installment loans, involving members 
of several departments who spend part 
of their time in acquisition, servicing 
or collection functions relating to such 
loans. Incidentally, the total salary 
costs compiled in this subsidiary study 
tallied with those on the original audit 
sheet. In the breakdown, we are com- 
paring 1949 costs with those for 1948. 
One of the questions we are currently 
wrestling with is: Where are we going 
to draw the line on consumer loan 
volume, based on our findings as to 
collection costs? We have also been 
studying our servicing costs in the loan 
department, and have concluded that 
a 12-month installment loan costs us 
$8.36 to handle, not including the cost 
of money or any reserve for losses. 

A major phase of our drive to im- 
prove operations has been the revamp- 
ing of our personnel program, under 
the direction of Earl J. Platt, vice- 
president and cashier. As pointed out 
in the first article installment, the 
C. B. A. studies indicate that the 
primary efficiency factor is related to 
personnel, with low unit cost tied 
closely to individual performance. 

This process has been under way 
since last fall. One step was a job 
evaluation program to acquaint man- 
agement with what employees are do- 
ing. In formulating the plan it was 
discovered that many department 
heads did not have a clear knowledge 
of the tasks many of their employees 
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PRODUCTION STUDY 


Ways are being devised to level off Pioneer Bank peaks and 
valleys of employee activity indicated here for June, 1949 


Actual daily work production, deposit and 
loan accounts 

Potential daily work production if 3-hour Satur- 
day activity was maintained for a 6-hour day 





















Periodic jobs are now being scheduled during the slack periods 


were handling. Also, many cases of 
inequities were uncovered. For instance, 
some individuals with long service rec- 
ords were receiving comparatively high 
pay for jobs requiring little responsi- 
bility. 

We not only studied the jobs but also 
the employees handling the jobs. One 
result was a weeding out process, in 
which eight out of 82 staff members 
were disassociated from the payroll as 
painlessly as possible. Transfers were 
also made. However, it is a well-known 
fact that people resist change. They 
have to be sold, and job evaluation 
helps to sell them because it takes out 
the personal element to a large degree. 

In striving for more individual effi- 
ciency, we do not have in mind merely 
piling on the work. It has been our 
observation that the hardest working 
people are those-in inefficient opera- 
tions. Instead, efficiency comes from 
placing the right person in the right 
job, studying work methods and pro- 
cedures, obtaining the best possible 
working conditions and equipment. 

Along with efficiency must go re- 
wards for efficiency, and this brings up 
the steps taken to improve salary ad- 
ministration. 

A study emphasized that we had 
been guilty of making automatic wage 
increases with little consideration to 
individual work loads or public rela- 
tions ability. 

In revamping this policy we tested 
first our bookkeeping department. We 
have come to realize that this is a very 
important department, yet in most 
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banks its members are generally among 
the newest and lowest paid employees. 
It is our opinion that as many cus- 
tomers are lost through this depart- 
ment, by errors, as any department in 
a bank. Our bookkeeper turnover was 
high, not only because of the pay scale 
but also due to inefficiency. This was 
brought to a head as a result of the de- 
cision of our top operator in the de- 
partment to quit, because her “‘pay did 
not equal others doing the same work,” 
despite her record of better production. 
Investigation showed that while her 
base pay was the highest among the 
operators, the less efficient bookkeepers 
had to stay later to complete compara- 
ble work and their overtime payments 
gave them higher “take home’”’ pay. 
We were rewarding the inefficient! 
This has now been changed, in the 
revamping of our pay scale in the de- 
partment. We studied the distribution 
of accounts to make sure that each 
operator had an equitable work load, a 
“yardstick” of efficiency. Production, 
complaint and overtime records were 
set up. Mr. Platt had a personal talk 
with each member of the department 
individually, explaining that an effi- 
ciency yardstick had been established 
and that hereafter the bank planned to 
reward those who were above average, 
and to penalize the ones who were be- 
low average. Substantial raises were 
given to the better producers, and 
those who proved to be inefficient were 
placed on a probation basis, with the 
understanding that their future status 
would depend upon improvement. 





Traditionally, the bookkeeping de- 


partment is considered the ‘sweat 


shop” of the bank, and the members 
are among the lowest paid. At Pioneer 
Bank, we realize that the operators are 
under strain, are doing exacting work, 


and we expect to reward them ade- fj 


quately for this. 

Moreover, the department has al- 
ways been regarded as a “stepping 
stone” to other work in the bank. We 
have discontinued any raiding of the 
bookkeeping staff by other depart- 
ments in need of personnel. 

As a consequence of our salary 
changes and corollary improvements in 


the bookkeeping department, the fol- 


lowing results have been achieved: 1. 


We have reduced the number of cus- 
tomer complaints from a level that 


represented a really serious problem to 
the point where it is virtually no prob- 
lem at all. 2. Turnover has been 
practically eliminated and we have a 
seasoned personnel with high morale. 
3. Overtime is largely a thing of the 
past, and the bookkeepers are usually 
out of the bank ahead of other staff 
members, whereas they had been work- 
ing until five, six and seven o’clock. 

Due to the drastic overtime curtail- 
ment our total salary cost in the de- 
partment is now slightly under what it 
had been for overtime and base pay, 
despite the upward salary adjustments. 
Even if bookkeeping salary expense 
had increased under the new policy, it 
would have been about the best money 
we could have spent for advertising and 
business promotion. If accounts are 
not handled properly they are not 
going to stay with the bank. 

See MEASURING EFFICIENCY—Page 77 








How a Bank President 
Spends His Time 


Following is Mr. Clark’s estimate 
of his own time allocation, in the 
latest Efficiency Audit report of 
Pioneer Bank: 


Savings Accounts— 
Acquisition. . . .16% 
Service........ 1 


Checking Accounts— 
Acquisition. . . .20% 

















Service........ 2 
Consumer Installment Loans— 

Acquisition.... 6% 

Service........ 8 
Commercial Loans— 

Acquisition. ...10% 

Service........ 10 
Dealer Discounts— 

Acquisition... .10% 

Service........ 12 
Real Estate Loans— 

Acquisition.... 5% 

TMS. i. 100G 








67% acquisition, 33% service 
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LaSalle National Bank, Chicago 





FACILITIES . . . part of a series, this window stresses the bank’s use of wired music 


BANK WINDOW DISPLAYS 


Noteworthy examples show wide variety of 
subject possibilities and their treatment 


REQUENTLY it is something of 

a problem to banks to determine 

how to use their display window 
space to the best advantage. In the 
belief that it might prove helpful to 
see what other banks are doing, 
Burroughs Clearing House has col- 
lected examples of a number of differ- 
ent types of displays widely adaptable 
to other institutions. These examples 
are described, and in many cases 
illustrated, in this article. 

There are two trends in bank win- 
dow displays that are especially in 
evidence at the present time, accord- 
iig to N. Lee Udell, manager, public 
relations department, Chicago Na- 
tonal Bank, who is noted for his 
LaSalle Street window creations. One 
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is the tendency toward simplicity, or 
the use of a principal eye-catcher, 
rather than a cluttering of the space 
available. Another major trend ap- 
pears to be the growing tendency of 
banks to let industrial customers use 
the windows to display wares and 


»methods of manufacturing. 


However, this by no means covers 
the variations being taken by bank 
window display promotion, as the fol- 
lowing examples illustrate. 

One type of display is devoted to 
the bank’s own facilities and services. 


The attention of thousands passing 
through Chicago’s famous Field Build- 
ing arcade has been attracted to a 
series of LaSalle National Bank win- 
dow-exhibits spotlighting the institu- 
tion’s many service features. One of 
the most interesting cited the use of 
wired music, and emphasized its ad- 
vantages both for customers and for 
the bank’s employees. Included was 
a master record furnished by The 
Muzak Corporation, and a transparent 
vinyl record illustrating the kind 
actually used to provide the music 
program. Both records rested in giant 
replicas of velvet jewel boxes. The 
display also contained a photograph 
of one of the bank’s music installations 
in its bookkeeping department, with 
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R “TIONAL BANK 


The Denver National Bank 
EDUCATIONAL ... .a class project 








the caption: “For employees —feel 
better, work better,” and another 
photograph of an installation in the 
personal loan department lobby cap- 
tioned: ‘“‘For customers—the mark 
of a friendly bank.” 

Further copy pointed out the advan- 
tages of the scientific programing pro- 
vided by the industrial music service, 
resulting in pleasing background music 
which is not a distracting influence in 
the transaction of business or per- 
formance of duties. 


As a means of dramatizing its banking 
services by means of a “different” 
treatment, Irving Trust Company, 
New York City, has turned to three 
dimensional illuminated dioramas. 
One display, conceived and executed 
by Edward H. Burdick, designer of 
the Freedom Train and other out- 





Colonial Trust Company, New York City 


INDUSTRIAL .. . features services and products of business customers 
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standing visual education exhibits, 
consisted of one large “theme” dio- 
rama, and eight small service exhibits 
set off in individual shadow box frames 
of gray oak, with transparent lucite 
faces upon which brief advertising 
copy was engraved. The exhibits, life- 
like reproductions of various scenes, 
people and situations, were scaled, 
modeled and painted in full color and 
perspective. 

The main exhibit utilized food as a 
theme, food and commodities being a 
typical industry in which bank financ- 
ing plays a great part. The scene, 
page 35, realistically showed the enor- 
mous amount of food required to feed 
New York City for one year —enough 
to make a dam across the Hudson, one 
mile long, 3,000 feet high and 50 feet 
thick, dwarfing the George Washington 
Bridge and the surrounding country- 
side. 

The eight smaller dioramas drama- 
tized specific banking services: cém- 
mercial loans, foreign trade, custody 
accounts, investment management, 
personal loans, thrift accounts, check- 
ing accounts and safe deposits. The 
thrift display, for example, showed 
two pert gray squirrels busily engaged 
storing nuts away in a hollow tree, 
and bore the legend, “Start now, 
deposit regularly, store for your future 
security.” 

Construction of the exhibits was 
such that they could be used sepa- 
rately, or as a group, on pedestals in 
the bank’s window, or as poster or 
wall displays on brackets inside the 
bank. 

Financial institutions located in 
world trade centers have a special 
opportunity to use their windows to 
feature products and activities linked 
with organizations that are interna- 
tional in scope or interests. 

New York City’s Colonial Trust 
Company, with a long history of serv- 


LETTERS OF THE PRESIDENTS OF THE UNITED STATES "TTP poco 





HISTORICAL . . 


Irving Savings Bank, New York City 





. rare collection of presidential letters makes ideal tie-in at election time 
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A DAM ACROSS THE HUDSON 


S000 BROUGHT TO NEW YORK CITY IN ONE YEAR WOULD FORM & 
SAM $0 FEET WIDE. ONE MILE LONG AND $000 FEET #iGH 


Irving Trust Company, New York City 
BANK SERVICES . . . they are strikingly dramatized by three-dimensional dioramas such as these 


The Boatmen‘s National Bank, St. Louis, Missouri 


TRADE .. . St. Louis eulogized for its leadership in the fur trade industry 


ice in financing world trade, has de- 
voted a major proportion of its window 
display space to promoting the activi- 
ties of such international organizations 
as Westinghouse Electric International 
Company, Farrell Lines, National 
Peruvian Tourist Bureau, the Spanish 
publication “‘Americana,” the United 
Fruit Company, the Port of New York 
Authority, the Portuguese Informa- 
tion Bureau, and others. During the 
past year, these companies have dis- 
played their products and services at 
what is considered one of the busiest 
intersections in New York City. 

In marking the fourteenth national 
observance of World Trade Week, 
Colonial Trust placed on display world 
trade exhibits prepared by Westing- 
house Electric. The display illustrated 

See BANK WINDOW DISPLAYS—Page 78 ART ... paintings of local businessmen exhibited 
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The Home Savings Bank, Boston, Massachusetts 
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a4. President's House, 
J. K. P, President” 


Nil i ae ... was the title of an account carried with Corcoran 
Ui: «= & Riggs by JAMES KNOX POLK of Tennessee, lth 
4 f mi President of the United States. The firm’s draft to 
his order dated Nov. 10th, 1846 and drawn proudly 
to “James K. Polk, Prest. U.S.” is reproduced above. 


Although known variously over the past century as 
The President's House, the Executive Mansion and 
The White House, the charm and simplicity of the 
Nation’s Number One Mansion has remained sub- 


stantially unaltered 











Similarly, the name of Washington's Largest Bank 
has undergone three changes since the date of Polk's 


presidency. 





As Corcoran @ Riggs, Riggs & Company and, lastly, 
The Riggs National Bank, this institution has never 
y departed from the principles of sound banking 
upon which it was founded . . . one hundred and 


thirteen years ago. 


RIGGS 


i NATIONAL BANK 


of WASHINGTON, D. C. 
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Duplicate of Polk's curious signature 
which appears on the back of above draft, 
and with which he signed the bill 


giving statehood to Texas. 


FOUNDED 1836 * RESOURCES OVER $300,000,000 







COMPLETE BANKING AND TRUST SERVICE 


Member—Federal Deposit Insurance Corporation 


Member—Federal Reserve System 


Burroughs Clearing House 


























WASHINGTON VIEWPOUNT 








Devaluation Effects 


With the long-anticipated devalu- 
ation of war-inflated currency now a 
reality, 19 nations having adjusted 
their foreign exchange rates at this 
writing, conjecture has now turned to 
the effect this important development 
will have on world trade and interna- 
tional economics. The immediate 
consensus of official opinion in the 
United States is that devaluation repre- 
sents a realistic step which should 
facilitate recovery, assist in the estab- 
lishment of stable convertability of 
currencies, and give impetus to multi- 
lateral trade. However, it is not con- 
sidered a cure-all for the world’s eco- 
nomic problems, and more intensive 
efforts to sell foreign products in the 
American market, in addition to new 
lower prices, are seen as a necessity if 
the dollar shortage is to be alleviated. 

Some of the immediate effects abroad 
were a rush by brokers and others to 
buy shares in gold and basic commodi- 
ties, a stampede by housewives to buy 
imported products, added restlessness 
by labor over the outlook of higher 
prices, and increased optimism by 
exporters. In most countries, banks 
and stock exchanges closed tempo- 
rarily or suspended trading in foreign 
currencies until the confusion subsided. 

The British action in devaluing the 
pound from the pegged rate of $4.03 
to $2.80 marks the official end of an 
18-year losing battle to maintain the 
former price. The pound had been 
selling in the free markets at between 
$2.90 and $2.86. The British Govern- 
ment’s decision was hailed by Secretary 
of the Treasury John W. Snyder as a 
“constructive economic step,” and he 
pointed out that it was taken after 
consulting with the International 
Monetary Fund. “The immediate 
effect,” he predicted, “should be an 
early rise in their dollar resources. The 
long-range results should be a healthy 
impetus to world-wide multi-lateral 
trade.” 

Secretary of State Dean Acheson 
concurred in this statement, and also 
emphasized that the United States 
Government did not pressure the 
British into devaluing their currency. 

Paul G. Hoffman, ECA head, warned 
that Europe still faces the task of sell- 
ing an additional $2,500,000,000 worth 
of goods in the United States in order 
'o balance accounts, and cited the 
necessity for more intensive efforts to 
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Washington Correspondent 


supplement the new lower prices. 
However, he believes that the goal is 
attainable, since it would only involve 
attracting an additional one per cent 
of American national income. 

Canada expects an increase in her 


exports, and a reduction of imported 
products from the United States, as a 
result of cutting one-tenth off the 
value of the Canadian dollar. Also 
noteworthy is the announcement by 
Finance Minister Douglas Abbott that 
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HELPFUL CORRESPONDENT SERVICE 
In Ht. Louis 





Whatever your correspondent require- 
ments, from Transit to Trust, you'll 
find competent, experienced, specialized 


service at Mercantile-Commerce. 


That’s why so many hundreds of banks 
have designated Mercantile-Commerce 
their correspondent in the key city of 


St. Louis ... since 1857. 









MERCANTIL ~~ COMMERCE 


Bank and Trust Company 
ST. LOUIS 1 MISSOURI 
8 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION. 
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CANADA’S “OIL” BANK 











55 branches in Alberta, the "oil" 
province. Over 720 branches in Ca- 
nada, the West Indies, Central and 
South America. New York, London 
and Paris. Head Office, Montreal. 


ASSETS EXCEED $2,222,000,000 



























CANADA’S 
OIL FIELDS 




































We invite enquiries from United States banks 
interested in the tremendous oil development now 
taking place in western Canada. We have been 
operating in Canada’s western oil fields since the 
earliest days of development, know the oil fields 
and the men who work them. Branches of the Royal 
Bank serve directly the Turner Valley, Leduc, 
Woodbend and Redwater Oil Fields. 


From long experience and a well-organized 
department of information, we can help answer 
your clients’ questions on foreign exchange control 
regulations, taxation, customs, immigration, 
royalties, incorporation, conservation controls 
and new fields of exploration. 

For quick service, address enquiries to: 


E. B. Durham, Supervisor, 
The Royal Bank of Canada, Calgary, Alberta. 


THE 
ROYAL 
BANK 


OF CANADA 


the Canadian Government would pur- 
chase gold from its producers at $38.50 
an ounce instead of at the previous 
rate of $35 an ounce. 

In France, the franc was liberated 
to find its level on the free market, 
with government expectation that $1 
would bring 350 francs. 

Old and new rates of exchange on 
other devalued currencies include: 
Australian pound, $3.22 to $2.24; 
South African, New Zealand, Irish 
and Israeli pounds, $4.03 to $2.80; 
Swedish crown, from 3.60 for $1 to 
5.18 for $1; Egyptian pound, $4.133 
to $2.871; Indian rupee, $.30 to $.21; 
Danish kroner, $.21 to $.14; Norwegian 
kroner, $.20 to $.14; Burmese rupee, 
$.3314 to $.21; and Finnish Finnmark, 
$.006 to $.0043. 
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Tripartite Talks 


Supplementing the devaluation ac- 
tion, the widely publicized American- 
British-Canadian financial conference 
early last month resulted in agreement 
on a long-range program designed to 
correct in part Britain’s unfavorable 
external economic position. 

To ease the dollar drain the tri- 
partite confrerees agreed to increase 
U. S. investment in the sterling area. 
Also, the United States authorized 
Britain to spend $175,000,000 of ECA 
dollars to purchase wheat in Canada, 
assumed $39,000,000 in shipping costs, 
and agreed to re-examine tariffs and 
customs procedures. Another major 
proposal involved increasing American 
purchases of rubber and tin in the 
sterling area, these important raw 
materials to be used for stockpiling 
purposes in the United States. 
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Easy Money Outlook 


With the Treasury reporting a deficit 
of $3,000,000,000 in the first 10 weeks 
of the 1950 fiscal year it is becoming 
amply apparent that the deliberate 
policy of maintaining interest rates at 
a low level will be continued for some- 
time in the future, unless fiscal affairs 
improve. 

Even before the huge deficit was 
reported the Treasury and the Federal 
Reserve Board adopted a “‘deflation- 
ary” policy with regard to interest rates 
in anticipation of adverse fiscal affairs. 

The easy money policy was indi- 
cated last June when supplemental 
reserve requirements and consumer 
credit controls expired. Truly, the 
Treasury and the Reserve Board 
plugged for the emergency powers, 
but their arguments were not convinc- 
ing in the face of steadily declining 
bank loans and dour predictions that 
a recession or a period of “‘disinflation”’ 





was apparent on the horizon. 
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VhuftiCheck Sewice Plaw 


PLUS 


NEW THRIFTIMATIC CHECK IMPRINTER! 





Backed by 10 years’ experience with ‘on-the-premises’ check imprinting! 





WITH THESE NEW FEATURES 


1) Automatic feed. 2) Power-operated. 3) Count regulator. Merely 
set pre-selector dial to number of checks and standard deposit 
tickets to be imprinted—and flip switch! Shuts off at desired 
quantity. Checks come out face up with assured quality imprints. 
Compact! Takes little more space than a typewriter. 


Choice of 3 Imprint Positions 





Checks can be imprinted with name, address and 
city. Professional appearance assured through 
use of varied type styles. ‘One-time’ composi- 
tion eliminates re-distributing or wasteful dis- 
carding of type. TYPE PERMANENTLY 
LOCKED IN REVOLUTIONARY ‘“NAME- 
TUBE”: ALWAYS READY FOR INSTANT 
USE. 


You Make No Investment! 
This New Check Imprinter 
Is Yours As Part Of 


VhnifttCheck Sewice 


We—not the bank—make the total investment. 
Weare satisfied to derive our return entirely from 
successful results produced for the bank. To 
assure that success, a continuous advertising 
program with a wide choice of material for all 
media is prepared for each client bank. We pro- 
vide all operating forms and supplies necessary 
to service the ThriftiCheck accounts. 

Find out more about ThriftiCheck service and 
the new TurirtiMatic Check Imprinter today! 
Just write, call or wire for full information. 


On exhibit at BOOTH #2, A.B.A.’s San Francisco Convention! 


BANKERS DEVELOPMENT CORPORATION 
31 NASSAU STREET + NEWYORK5,N.Y. ¢ Telephone: REctor 2-7580 
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TO HELP YOU FOLLOW 
BUSINESS TRENDS IN 
THE PACIFIC NORTHWEST 


i 
yeat which bas 
rial page of 1948 — 
rend since "put the © Maro a 
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Our quarterly digest of business, industry and agri- 


culture, the Summary of Pacific Northwest Industries, 


will bring you carefully prepared information about 


current conditions and long-range data to help you deter- 


mine trends in this important region. 


If you wish to be placed on our mailing list to receive 


this Summary regularly, please advise us. 











Serving Washington since 1870 


Member 
Federal 
Deposit 
Insurance 
Corporation 















The cuts in reserve requirements 
freed about $2,000,000,000 in bank 
reserves for lending or investing. The 
reduced requirements had the effect 
of cutting demand deposit reserves to 
22 per cent for New York and Chicago; 
18 per cent for reserve city banks, and 
12 per cent for country banks. At the 
same time requirements against time 
deposits were cut to 5 per cent for all 
classes of member banks. 

The Reserve Board explained this 
reversal in policy as in line “with 
primary regard to the general credit 
and business situation and the mainte- 
nance of requirements in the govern- 
ment security market.” 

Significantly, the reversal in Treasury 
and Federal Reserve policy came less 
than a year after both fiscal authorities 
permitted a rise in interest rates with 
the Reserve Board buying long-term 
Treasury issues in an effort to keep 
interest rates from climbing too 
quickly. 

Since the trend has changed the 
Reserve Board’s problem of acquisition 
of large quantities of government 
securities has been liquidated. The 
Reserve Board now is in a position to 
dispose of these investments gradually. 

Investors and dealers in government 
securities had long before sensed that 
the lush years of Treasury surpluses 
were at an end and deficit financing 
was the definite prospect. 

The policy of managed interest rates 
was adopted in 1933 in order to finance 
huge deficits stemming from adverse 
business conditions and the spend-lend 
theories of the New Dealers. The 
policy of depressing interest rates was 
deliberately encouraged during the war 
years in order to tap the capital mar- 
kets at low cost to finance the military 
forces, lend-lease and other projects. 

The first concrete results of the recent 
reversal in policy was the Treasury’s 
announcement early in August that 
its $1,300,000,000 2 per cent maturing 
bonds would be refunded September 
15 into one-year certificates of indebt- 
edness at 1% per cent. 

The rate of interest represented a 
cut of one-eighth of 1 per cent. Short- 
term rates had been permitted to climb 
from the war and post-war low of 
seven-eighths of 1 per cent for one- 
year money to 1 per cent, 11% per cent 
and 1\% per cent. 

In addition to a policy of lower 
interest, the Treasury also increased 
its weekly bill offerings from $900,- 
000,000 to $1,000,000,000. 

Since there is small prospect that 
Federal outlays will be reduced to a 
point in the near future to assure a 
surplus, the consensus here is that 
additional interest rate reductions may 
be effected in order to finance the 
forthcoming deficits. 

Service on the Federal debt now 
totals about $5,500,000,000 annually, 
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WALL-TO-WALL 
LIGHTING FIXTURES OF 


PLEXIGLAS 


Customers leave their shadows at the door of Cleve- 
land’s Central National Bank. PLExicLAs wall-to-wall 
lighting fixtures in lobby and elevator foyer diffuse 
light so perfectly that glare and shadows simply vanish. 
Light-absorption is negligible, and the result is better 
lighting with lower electrical input. 


IT’S LIGHT ...IT’S SAFE 


At the same time, the lightness and shatter-resistance 
of PLExiIGLAS assure safety overhead. This acrylic 
plastic has 7 times the impact strength of glass, yet 
weighs less than half as much. Large, light sections can 
be installed easily at reasonable cost, and because 
PLEXIGLAS resists discoloration—even from fluorescent 
lighting—maintenance expense is low. 




















A total of 1100 square feet of corrugated white translucent PLEXIGLAS 
covers the entire ceiling of the elevator foyer and entrance lobby of the 
Central National Bank, Cleveland, Ohio. Use of 4744" x 48" x .125" 
sheets of the acrylic plastic results in overall, glare-free, completely 
diffused illumination. 


COVERS LARGE AREAS 


More and more architects are using PLEXIGLAS fixtures 
for superior lighting, especially over large areas in 
offices and public buildings. Its availability in large 
sheet sizes, corrugated, patterned, or smooth-surfaced 
—and the ease with which it can be formed into shaped 
panels and fixtures—permit its use in highly distinctive 
functional and decorative lighting. 


For wall-to-wall lighting fixtures, coffer ——- 
w 


reflectors, shields, cove lighting fixtures—wherever 
optimum illumination with no direct or reflected glare 
is desired—get full details of PLExicLas. We'll be glad 
to send you complete information. 


PLExiGLAsis a trade-mark, Reg. U. S. Pat. Off. and in principal foreign countries 


CHEMICALS EES FOR INDUSTRY 





ROHM & HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 











Canadian Distributor: Crystal Glass & Plastics, Ltd., 
282 St. Helens Avenue, Toronto, Ont. 














Designed For Beauty 
And Lasting Service 




































Kerr CHANGEPOINT Fountain Pens 





























cco GN 0. 
| PERPETUAL CALENDARS 
BRONZE, CHROME, ALUMINUM 
| All Kerr Pen parts are interchangeable and replaceable and will always remain 
standardized. Hence, Kerr Pens will never be obsolete. The Perpetual Calendar 





fixture should last forever; the date cards extend through 1970 at which time,they 
can be replaced. 








Write for Illustrations and Prices 


Ww. K. KERR PEN COMPANY 
TULSA 5, OKLAHOMA 
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TAL ASSETS OVER FRANCS 15.000.000.000. 












a sum sufficient alone to pay for the 
cost of operating the entire govern- 
ment in the pre-war years. 


o ° * 


“‘Anti-Packing” Plan 


The Federal Trade Commission has 
begun a study of the so-called problem 
of “packing” auto sales contracts and 
has submitted a nine-point plan de- 
signed to eliminate undesirable prac- 
tices. 

The commission has defined “‘pack- 
ing” as the practice of boosting the 
price of a car bought on time payments 
by adding insurance and carrying 
charges in a blanket fee, without pro- 
viding details to explain each of the 
charges made by the dealer and the 
finance company. 

The proposed suggestions made by 
the FTC include: 

1. The dealer should be required to 
furnish the car buyer with an itemized 
account of his costs in the installment 
purchase of a car by disclosing the cash 
delivered price, including extras. 

2. The amount allowed in trade-in 
or down payment should be stated. 

3. The cost of insurance and the 
coverage provided should be included. 

4. The buyer should be informed of 
the amount of official fees charged. 

5. The time balance owed by the 
buyer and the amount and number of 
installments to be paid should be 
stated. 

6. The dealer should be required to 
deliver to the buyer a copy of the 
installment sales contract. 

7. The installment sales contract 
should be so drawn up that the buyer 
does not sign a blank contract without 
knowing of its terms. 

8. No false or deceiving statements 
as to insurance rates and coverage, 
finance charges, endorsements and the 
like should be permitted, through 
advertising or otherwise. 

9. Use of multiple rate charts con- 
taining different rates for the amount 
to be financed should be prohibited. 

Acting FTC Chairman Lowell B. 
Mason in opening the conference of 
auto officials said that the commission 
has no fight with the “doctrine ac- 
cepted by the courts that the seller of 
an automobile may name a greater 
price when he sells on time than when 
he sells for cash.” 

“The FTC just doesn’t like sales 
transactions clouded with deceit,” 
Mr. Mason warned, however. The 
acting chairman declared at the con- 
ference that no changes in the law will 
be made as a result of the current 
meeting, but asserted that the indus- 
try will be asked in the future to 
accept voluntarily a refined interpre- 
tation of the law. 

Mr. Mason flatly stated, however, 
that after the rules are drafted, those 
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Gift Checks for Christmas... 





Here’s a personalized service that’s a real good will builder 





This complete, easily handled service in beautiful, full- 
color Gift Checks can be a real salesman for your bank. 
It fulfills a “gift problem” need, not only of your present 
customers, but of your whole community as well. Today 
more than 400 banks in 38 states are displaying gift 
checks in their show windows and on their counters. 

The service consists of 10 different designs of Gift 
Checks—one for each widely observed gift occasion. Each 
individual check is imprinted with your bank’s name. 
Each bears a design appropriate to its particular occasion, 
beautifully lithographed in full color. Each has a matching 
greeting card, as well as a mailing envelope. 

So that you can make the fullest use of this attractive 
service, promotional material with your bank name, such 
as folders, showcards, and newspaper mats is available at 


Manufacturers 


cost, and a manual of operations and a supply of opera- 
tional forms are included of course. 

On all orders received by November lst we can have 
the Christmas checks and promotional material shipped 
to you by November 15th. Write today for complete 
information and free specimen checks. 


Se ee ee ee een ae eee ae ey “7 
l GIFT CHECKS FOR THESE OCCASIONS | 
1 

| 1. Graduation 4. Father’s Day 7. Christmas 
| 2. Wedding 5. Birth 8. Easter i 
, ae 6. Birthday 9. Special 
: nniversary Occasion | 
| 10. Mother’s Day " 
Li~—~——.————————— — — —-—-——-—— a 


Trust Company 


Member Federal Deposit Insurance Corporation 


Head Office: 55 Broad Street, New York 15, N.Y- 


October, 1949 
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Are your customers 


THE BANK OF NOVA SCOTIA 


Ask to be put on the mailing list for our 
Monthly Review . . . a thoughtful discussion 
of domestic and world-wide economic devel- 
opments from a Canadian point of view. 


General Office: Toronto, Canada 


In New York: 49 Wall Street 
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doing business 


iw CANADA...7 





Canadians are currently buying nearly two 


billion dollars worth of goods from the 
United States every year. Here, surely, is a 
market which some of your customers would 


like to know more about. 


If you have customers who could use specific, 
practical information on markets, industrial 
sites, industrial development, or any other 
phase of Canadian business, write fully to: 
Foreign Department, The Bank of Nova 


Scotia, Toronto, Canada. 


With over 350 branches in Canada and 
abroad, The Bank of Nova Scotia can give 


on-the-spot service right across the country. 








auto dealers which flout the FTC 
decisions “will be prosecuted for violat- 


ing Section 5 of the Federal Trade | 


Commission Act against unfair and 
deceptive practices.” 


¢ 4 Sf 


HOLC Liquidation 


The Home Owners’ Loan Corpora- 
tion is liquidating the $3,500,000,000 
home loan financing task which it 
undertook in 1933 and will wind up its 
business with a substantial profit. 

Announcement of the successful 
conclusion of one of the largest experi- 
ments in government financing in the 
housing field was made by William K. 
Divers, chairman of the Home Loan 
Bank Board. He said that the profit 
as of June 30 on the liquidation of the 
financing totaled $1,468,118. 

The chairman said that a new 
speed-up program had been launched 
about a year ago in those areas where 
remaining mortgage balances were 
small. 

Under the liquidation program, 
HOLC borrowers were encouraged to 
pay off their loans in full where 
practicable or to transfer them to sav- 
ings and loan associations, banks or 
other financial institutions. They 
were also given the opportunity of 
refinancing the mortgages with local 
lenders of their own choice. 

This plan was extended gradually 
into 20 states and the District of 
Columbia and Puerto Rico. In one 
state all loans have already been paid 
off. In nine other states more than 
70 per cent of the remaining balance 
has been repaid since the liquidation 
campaign began. The program is 
now being carried into other states. 

Recently the HOLC invited bids 
from private financial institutions for 
its mortgage investments in New York 
State, where loans totaling about 
$100,000,000, or nearly one-third of its 
entire holdings are located. The cor- 
poration successfully completed a sales 
contract with the Dime Savings Bank 
of Brooklyn, New York, which, with a 
group of savings and loan associations, 
took over these loans at par plus a 
small premium. 

Similarly, the entire mortgage port- 
folio in other populous states will be 


_ offered for sale in the future by the 


HOLC. 

Between 1933 and 1936, the HOLC 
made loans to more than one million 
borrowers who were behind in their 
mortgage payments and taxes, and in 
danger of foreclosure. Cumulative 
investments of the corporation in these 
advances aggregated $3,500,000,000. 

On June 30, 1949, this sum had been 
reduced to $319,400,000. There were 
about 201,000 borrowers on the HOLC 
books, over two-fifths of them with 
less than $1,000 yet to pay. 
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THE PERSONALITY SPOTLIGHT 








Major banking news in Michigan 
is the retirement of 93-year-old 
Henry Idema, dean of the state’s 
bankers, as chairman of the board of 
the Old Kent Bank, Grand Rapids, 
although he will continue as a direc- 
tor. He has been an officer of the 
bank for 57 years, and a director for 
64 years. 

Heber W. Curtis, president of the 
bank since 1940 and a former presi- 
dent of the Michigan Bankers As- 
sociation, is now chairman of the 
board. Advanced to the presidency 
is Eugene Richards, who has been 
executive vice- 
president for nine 
years. Along stride 
upward brings 
Fred A. DeVries, 
assistant cashier, 
to a vice-presi- 
dency. He will 
continue in charge 
of installment loan 
activities. 

FRED A. DeVRIES ° 














A prominent 
Louisville banker, Wallace M. Davis, 
has been chosen to succeed the late 
A. P. Imahorn as president of The 
Hibernia National Bank in New 
Orleans. 

Mr. Davis has devoted his entire 
business life of the past 30 years to 
banking, and in fact has been associ- 
ated with only one bank, The Citi- 
zens Fidelity Bank and Trust Com- 
pany of Louisville. A law school 
graduate, he worked his way up the 
ranks of the bank to the position of 
executive vice-president. 


Now heads Hibernia National 


WALLACE M. DAVIS 


October, 1949 





HEBER W. CURTIS 
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EUGENE RICHARDS 


Occupy top posts at Old Kent Bank, Grand Rapids 


Well known to bankers nationally, 
Mr. Davis is a former treasurer and 
director of the Association of Re- 
serve City Bankers. 


o 


Highly regarded Milton J. Drake, 
vice-president in bank administra- 
tion and loans at The Detroit Bank, 
has been elected president of Robert 
Morris Associates at the organiza- 
tion’s annual meeting in Philadel- 
phia. ‘‘Milt’’ joined the Detroit 


institution in 1933, and has been 
identified from the outset with its 
credit and loan operations. 

Named first vice-president of the 
Associates is Fred C. Witte, vice- 
president, The Chase National Bank, 
New York City. Second vice-presi- 
dent is B. F. Barnett, president, 
Commercial National Bank, Shreve- 
port, Louisiana. 

The outgoing president, Walter L. 
Rehfeld, vice-president of Mercan- 
tile-Commerce Bank & Trust Com- 
pany in St. Louis, is scheduled to 
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SUPERIOR SIGNS 


Pre-War Prices SAVE YOU MONEY 


NOW ...new lower prices mean 
savings for you on finest quality 
hand-chased cast bronze and alu- 
minum signs and nameplates. 


METALLIC FIXTURES 
s Whenever you 
gates, counter screens, 


NEWMAN BROTHERS, Inc. 


estimates... . “ 
— Danie ornamental work. 
to you. 
FREE! 
. Dept. BCH 


NEWMAN 


















need railings, 
doors, check desks and 





CINCINNATI 3, OHIO 








47 








induct the new regime into office at 
the Fall Conference of the Associates, 
being held October 9-12 at the 
General Oglethorpe Hotel, Savannah, 
Georgia. 


Sf 


New president of the Union Na- 
tional Bank of Springfield, Missouri, 
is Walter S. Pettit. He joined the 
bank in 1925, has been executive 
vice-presidént for seven years, and 
was named president last month to 
succeed the late H. B. McDaniel. 
Walter A. Coon, vice-president and 











trust officer, has been elected chair- MILTON J. DRAKE 
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The loans were based on beans! 


J > HAD BEEN FOR YEARS. Every time the candy-maker 


client of a certain bank thought the price of cocoa beans 
was attractive, he borrowed enough to stock up. 


It was the system he’d always used—but only sometimes to 
advantage! If cocoa did go up after buying, he was in a strong 
competitive position .. . could sell his candy at a price based 
on lower costs. But when prices fell, he took a loss on his 
inventory—and found it extremely difficult to match his 
competitors’ prices. 


And that’s just what happéned late last year . . . what 
finally decided him to ask his bank if there wasn’t some way 
he could reduce that inventory risk — operate on a more 
stable basis. 


The bank was glad to help . . . suggested that he consult 
with us about the possibility of using the futures markets. 


So that’s how we came to outline the simple program this 
manufacturer now follows. 


We suggested that instead of buying months and months 
ahead, he should buy only enough cocoa for the next six 
weeks or so. At the same time, however, he should sell futures 
contracts for like amounts. 


Then no matter what happened, he’d have a fair measure 
of protection. If cocoa prices fell several cents a pound before 
he needed more, he could buy his futures contracts back at a 
profit—still buy additional cocoa as cheaply as his competi- 
tors. If prices rose several cents a pound, he would lose on 
his futures contracts, but this loss could at least be partially 
offset by the increased price he and his competitors would 
charge for candy. 


Such a program, we said, had to be carried on continu- 
ously ... would greatly simplify his inventory problem— 
and make him an even better credit risk to his bank. 

Of course, this is only one of the many ways we’ve man- 
aged to be of service to banking institutions. 


If you think we might be able to help any of your clients, 
we'll be happy to consult with, you—or with them—at any 
time. Naturally, there’s no charge. Just call or write— 


Commobpity Division 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


70 PINE STREET NEW YORK 5, N. Y. 
Offices in 96 Cities 












































FRED C. WITTE B. F. BARNETT 


Incoming officers of 
Robert Morris Associates 


man of the board. C. Frank Knox, 
vice-president and cashier, has been 
promoted to executive vice-president 
and cashier. 

Sd 


Recognized throughout the coun- 
try as an authority on bank manage- 
ment, Theodore Rokahr has been 
elected president and a director of 
First Bank & Trust Company, Utica, 
New York, succeeding Francis P. 
McGinty who died June 5. G. 
Harold Stark, vice-president, as- 
sumes Mr. Rokahr’s former post of 
executive vice-president and treas- 
urer. 

Although Mr. Rokahr is only 53, 
he has had 39 years of banking experi- 
ence, starting with Irving Trust 





T. ROKAHR G. H. STARK 


Utica bankers promoted 


Company of New York City. He 
came to Utica in 1926 and became 
associated with First Bank & Trust 
Company through a merger in 1931. 

Mr. Rokahr has served on commit- 
tees of the A. B. A. Bank Manage- 
ment Commission, and four times 
has been appointed on the Commit- 
tee on Bank Management of the 
New York State Bankers Association, 
twice as its chairman. An alumnus 
of the Graduate School of Banking 
he was a’ member of the first class in 
commercial bank management. 

Mr. Stark has been vice-presiden' 
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Your customers’ foreign problems 


99 


also need a “creative approach Pais 


@® KEEPING PACE with fast- 
changing conditions in a postwar 
world, the Irving has developed a 
unique “creative approach” to for- 
eign business problems. 


If your customer, for instance, needs 
help in expanding his overseas busi- 
ness, we will supply him with possible 
sales outlets . . . new sources of supply 

. contacts in the import-export 
field. Personal discussion with our 
officers about business conditions 





abroad may help him clarify his posi- 
tion. A complete change in the pat- 
tern of his trade relationships might 
even be indicated. 

Whatever the problem, it is faced 
with realism—plus imagination. Cor- 
respondents who handle foreign 
transactions through the Irving soon 
discover the extra values this “creative 
approach” offers. It helps them im- 
measurably in building better cus- 
tomer relations. 


IRVING (‘TRUST 


(4am 


’ 


ONE WALL STREET - NEW YORK 15. N. Y. 


Capital Funds over $117,000,000 


Wittram N. Enstrom, Chairman of the Board 


Total Resources over $1,100,000,000 


Ricuarp H. West, President 


Domestic Banking Division 


Nouan Harrican, Vice President in charge 
2g 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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S. C, BEISE 





E. A. MATTISON 


Principals in important Bank of America administrative changes 


in charge of the bank’s loan and 
mortgage activities since 1940, and 
will continue this supervision. 


° 


Scheduled to open around the 
first of next year is a new neighbor- 
hood bank, the Reagan State Bank, 
in Houston, Texas. 

Its president will be Neal Butler, 
formerly executive vice-president of 
the First National Bank of Galves- 


ton. George R. Traylor, slated to 
be cashier, has been assistant cashier 
of the Second National Bank in 
Houston. 

A new building is being erected 
for the bank, which is to have a total 
capital structure of $300,000. 


Sd 


Some further important adminis- 
trative changes have taken place at 
Bank of America, in addition to the 





previously announced election of 
Fred A. Ferroggiaro as senior vice- 
chairman of the board. 

S. C. Beise, executive vice-presi- 
dent and co-ordinator of administra- 
tion, named to the board of directors 
to fill the vacancy left by Francis S. 
Baer’s acceptance of a senior vice- 
presidency at Bankers Trust Com- 
pany in New York, has also been 
made chairman of the managing 
committee. He formerly was vice- 
chairman of this committee. An 
executive vice-president since 1945, 
Mr. Beise joined Bank of America in 
1936 after service as a national bank 
examiner in the Ninth and Twelfth 
Federal Reserve Districts. 

E. A. Mattison has been ap- 
pointed to the new post of executive 
vice-president in charge of develop- 
ment of bank services and chairman 
of the new advertising and customers 
service committee. In his new 
capacity he becomes, in effect, the 
bank’s ‘“‘sales manager.” Promi- 
nently linked with consumer credit 
operations for many years, Mr. Mat- 
tison gained early experience with 
installment finance organizations in 
New York and Los Angeles before 
joining Bank of America in 1935 as 
manager of the then installment 
finance division. Originator of the 
bank’s Timeplan consumer loan serv- 










ARE YOU GETTING 
YOUR SHARE |S 
OF THIS MARKET? “7 


WE‘RE CARRYING 
NCB TRAVELERS CHECKS! 

















Newspapers recently carried the report of a nationwide travel survey which 


disclosed that no less than 53% of travelers carry funds in cash. Other reports 
estimate that Americans are spending 15 billion dollars on vacations and 
pleasure travel during 1949—over 800 million on foreign travel alone. This 
is a vast potential market for the sale of National City Bank Travelers Checks. 


When your patrons withdraw cash for a trip, probably all that is necessary 
is a mere suggestion by the tellers that clients protect their funds by buying 
safe and spendable NCB Travelers Checks. Your clients will appreciate 
the advice and the bank will be making many profitable transactions, for 
remember, you retain all the selling commission—%4 of 1%. 
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THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 


Fivst in World Ws tide Banking 


Branches and Correspondent Banks in every Commercially Important City in the World 


Member Federal Deposit Insurance Corporation 
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Faster check clearances for your bank too! 


Mail planes travel fast. And check collections are 
just as fast for The Pennsylvania Company’s Cor- 
respondent Banks. 

We’re one of the nation’s largest users of Air 
Mail for this purpose. And because our Transit 
Department operates 24 hours a day, our Cor- 
respondent Banks are assured of quick, efficient 


19 OFFICES 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM e 








clearance of a// transit items at all times. 


Why not enjoy this special service for your 
bank? We'll tell you more about it if you drop us 
a line. Better still, stop in to visit when you are 
in Philadelphia. You’ll sense at once the friendly 
feeling that exists between The Pennsylvania 
Company and its Correspondent Bank “family.” 


THE 
PENNSYLVANIA 
COMPANY 


for Banking and Trusts 
FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 





October, 1949 
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For machine-posted records 
that wear and wear and wear 





. . . at low cost 


PARSONS 
MECHANO 





This paper and card stock, 50% new cotton 
fiber, has built-in toughness, and will take a 
terrific beating, withstanding hundreds of 
handlings. 


Parsons Mechano Form was built to the 
specifications of the leading machine, ribbon 
and ink manufacturers. You'll get legible, 
clean-cut entries, that stay legible. Mechano 
Form has the no-glare surface that means 
tewer errors in reading and writing the 
entries. So it's fine for hand posting, too. 
Available in eight weights and seven colors. 
Matching colors in paper and cards mean 
you can use each color to indicate a type of 
account or record, saving time and assuring 
accuracy. Entries can be erased easily, by 
rubber, scratcher or chemicals, leaving the 
same color of smooth, hard surface. 


“How to Make Your Records Legible and Lasting” 


This is the title of a free 
booklet that gives the answers 
on paper for accounting and 
record-keeping purposes. It tells 
what types of paper or card to 
use for various applications 
and gives valuable hints on 
saving time, effort and paper. 
© ppc 1949 

ae eee ee 
PARSONS PAPER COMPANY 
DEPARTMENT 45 

HOLYOKE, MASSACHUSETTS 





Please send me, free, without cost or obligation, your 
—, to Make Your Records Legible and 
asting’’. 


(PLEASE PRINT) 
Organization 
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ice, he was appointed a vice-presi- 
dent in 1936 and named executive 
vice-president in 1945. 

Succeeding Mr. Mattison in his 
former post as head of the install- 























L. MAZZERA J. R. DAVIS 
ment credit department loan depart- 
ment is Lloyd Mazzera, who has 
been vice-president and manager of 
the bank’s Oakland main office since 
1946. 

Mr. Mazzera in turn has been suc- 
ceeded in the Oakland administra- 
tion by Julian R. Davis, who has 
been vice-president and manager of 
the Long Beach main office since 
1931. ° 


A new vice-president at the First 
National Bank in 
St. Louis is John 
F. Hallett, who 
will handle some 
important na- 
tional accounts as 
well as local busi- 
ness. He has been 
an assistant vice- 
president of 
Chemical Bank & 
Trust Company, 
New York City, in 
charge of its activities in several mid- 
western and western states, and prior 
to that was a territorial officer with 
New York Trust Company. 


+ 


A well-known authority on the 
securities market, Aubrey G. Lans- 
ton, formerly 
executive vice- 
president and a 
director of The 
First Boston 
Corporation, 
has formed a 
new investment 
firm of Aubrey 
G. Lanston & 
Co., Inc., to deal 
primarily in 
U. S. Govern- 
ment, state and 
municipal securities. Mr. Lanston, 
president of the firm, announces that 
it will have a starting capital of 
$1,400,000 and expects to transact 
business on a nationwide basis from 
its New York office. 


J. F. HALLETT 





A. G. LANSTON 








Other officers of the firm include 
Leonard M. Horton, 
dent and a director, and John D. C. 
Towne, Jr., Philip D. Holden, 
and Leroy M. Piser, vice-presidents. 
Mr. Horton recently resigned as vice- 
president in charge of the Wall Street 
Division of Chemical Bank & Trust 
Company. Mr. Towne, a former 
officer of The Guaranty Trust Com- 


pany of New York, more recently was [| 


in charge of the Government securi- 
ties department of Blair & Co., Inc. 
Mr. Holden has been an assistant 
vice-president of Chemical Bank in 
its Wall Street Division. Mr. Piser 
was formerly an assistant vice-presi- 
dent of The First Boston Corpora- 
tion. 
° 


Starting operations with a capital 
and surplus of $600,000 fully sub- 
scribed by over 200 local residents, 
the National City Bank of Long 
Beach opened the doors of its ultra 
modern building August 29 as South- 
ern California’s newest major bank- 
ing institution. 

Organizer and chairman of the 
board of this independent bank is 
Nelson McCook, a pioneer banker 
in the area and 
first president of 
the Independent 
Bankers Associ- 
ation of Southern 
California. The 
bank’s president, 
H. G. Mark- 
worth, was for 
many years execu- 
tive vice-president 
of the Santa Mon- 
ica (California) 
Commercial and Savings Bank. He is 
a member of the executive council of 
the Independent Bankers Association 
of the Twelfth Federal Reserve Dis- 
trict and a former president of the 
Southern California Independent 
Bankers Association. 

Other officers of the new Long Beach 
bank are: Fonda McCook, executive 
vice-president and cashier; Clyde 
Doyle, vice-president; Kurtz B. 
Ballou, assistant cashier and auditor; 
and Walter Niemann, assistant 
cashier. 








H. G. MARKWORTH 
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Arthur J. Morris, former presi- 
dent of Fulton Trust Company, New 
York City, has become a vice-presi- 
dent of New York Trust Company 
following the recent merger of the 
two institutions. Charles S. Mc- 
Veigh, Fulton’s board chairman, is 
now a director of New York Trust. 


° 


Following on the heels of the 
merger of Fulton Trust comes news 
of another Manhattan consolidation 
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CALLS FROM BANKERS 


Each year The Northern Trust 
Company receives more than 
30,000 calls and personal visits 
from bankers. This is one example 
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of the close, friendly relationship 
that exists between this bank and 
its correspondents which number 
more than 700. 


How NORTHERN TRUST serves you: 


Assists in selection and purchase of commercial paper to be held, if desired, in safe- 


keeping without charge until maturity. 


Ships currency according to most advantageous postal and express schedules. 


Provides credit information, undertakes special investigations upon request, and offers 
industry studies prepared by our analysts. 


Participates in excess loans of banks to their customers of approved responsibility. 


Assists banks in the management of their bond accounts. 


Transfers funds by wire or other means to any accessible point in the United States. 


These services are part of the more than 50 individual services offered your 
bank, its customers and employees through the complete, modern facilities of 
our Trust, Bond, Commercial Banking and Foreign Departments. 


Pe EE ees fT 


THE NORTHERN TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90 


Member Federal Deposit Insurance Corporation 


NEW YORK REPRESENTATIVE « 15 BROAD STREET, NEW YORK 5, NEW YORK 


October, 1949 
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by which the Marine Midland Trust 
Company is to absorb the $40,000,- 
000 Bank of Yorktown, located at 
37th Street and Seventh Avenue. 
The merger will bring total re- 
sources of Marine Midland Trust to 


about $350,000,000, and will bring 
to 99 the number of offices for Marine 
Midland Corporation banks. The 
entire group has total resources of 
more than a billion dollars. 

George M. Adrian, president and 
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France, Portugal and Spain. 
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In reading over some of our 
recent advertisements, we are 
rather shocked to find that we have 
been indulging in superlatives, 
whereas it is our intention always 
to deal in understatements. 


Why do people go off the deep 
end and brag so much in adver- 
tising? Why, especially, do people 
who normally exercise restraint 
take off the wraps when they start 
writing about their product? The 
only justification we can see for such 
conduct is that the copy writer is not 
making claims for his own achieve- 
ments but rather for those of the 
hundreds of people who produce 
the thing he is trying to sell. Per- 
haps on that basis superlatives are 
justified. 


Take DeLuxe, for example. This 
writer is of the opinion that the 





SUPERLATIVES 




























folks who produce for DeLuxe do 
a really commendable job, so per- 
haps it’s all right to say so. He thinks 
they are about the most sales-minded 
production people and the most 
production-minded sales people he 
has ever seen. He thinks that com- 
bined they constitute the most 
service-conscious group ever gath- 
ered together in one organization. 
And thus, having quickly rational- 
ized himself into accepting this con- 
dition, he now ceases to worry about 
the repetitious use of superlatives. 


One thing is certain...and that is 
that DeLuxe is in all respects a serv- 
ice organization. Last year it was 
em to make some few checks 
or 10,184 banks across the country. 
Consequently, it feels that it is at- 
tuned mentally and equipped phys- 
ically to render any service involv- 
ing the distribution of bank checks. 
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HECK PRINTERS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 
















founder of the Bank of Yorktown, 
will become a director of Marine 
Midland Trust and chairman of the 
advisory board of the Yorktown 
office. 
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Lloyd Strickland has been elected 
executive vice-president of the Santa} 












L. STRICKLAND 


A. AUSTIN, Jr. 


Monica (California) Commercial and 
Savings Bank, and Aubrey Austin, | 
Jr., is now a vice-president. 
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After attracting national attention ¥ 
to the innovations which he intro- 
duced at the Romeo (Michigan) 
Savings Bank, dynamic Melvin F, 
Lanphar has disposed of his stock 
holdings and resigned as president 
and director. His successor is Law- 
rence M. Kelly, local attorney, who 
was recently associated with the bank 
for a short time as executive vice- 
president. John J. Brewer con- 
tinues as chairman 
of the board. 

“Mel” Lanphar, 
who heads a mort- 
gage firm in 
Detroit and is a di- 
rector of the Unit- 
ed Savings Bank 
of Detroit, in his 
three years as pres- 
ident of the Romeo 
bank quadrupled 
its deposits and increased its capital 
account from $72,000 to $280,000. 


o 


Owen T. Jones, controller of 
American Trust Company in San 
Francisco, has been promoted to vice- 
president and controller. Lester H. 
Empey, long identified with the bond 
department, has been named a vice- 
president. 





“MEL” LANPHAR 





0. T. JONES L. H. EMPEY 


Burroughs Clearing House 
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Bank’s Edifice Completed 

Ten years after starting construc- 
tion, the Ontario head office building 
of the Bank of Montreal at King and 
Bay streets, Toronto, was opened on 
September 6. The 16-story building, 
four floors of which are occupied by the 
bank, is the largest financial structure 
built in Canada in 20 years. The 
building cost $5,400,000 to construct, 
almost $1,500,000 more than the esti- 
mate in 1946 when construction was 
resumed after a halt during the years 
Canada was at war. 

The building is one of the finest ever 
constructed in Canada, and its banking 
rooms are among the most sumptuous 
in the Dominion. The main banking 
room is 120 feet long and 35 feet high. 


Night scene, 16 stories high 
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By JAMES MONTAGNES 


The acoustical ceiling is equipped with 
the latest in recessed lighting, and the 
walls are paneled in blond oak, with 
furnishings to match. On the Bay and 
King street sides, 28-foot glass window 
panels give the room a maximum 
amount of daylight. Twenty Belgian 
black marble columns flank the public 
banking space. Counters are finished 
in Italian and Brazilian marble. The 
flooring is laid with almost an inch of 
corking to deaden sound and to effect 
staff foot comfort. Teller wickets are 
of modern low design, with transparent 
plastic grilles. 

Vaults in the first basement, ap- 
proached by a marble-lined stairway 
from the banking room, or by elevator, 
are built of torch-resistant, laminated 


Toronto head office, Bank of Montreal, opens new $51% million home 


Twenty marble columns highlight the lobby 


steel and copper lining, the first such 
vault in Canada. The safety deposit 
vault has a 40-ton door and 3,000 
safety deposit boxes. 

Three floors above the main banking 
room are also occupied by the bank’s 
Ontario regional departments. There 
is a staff dining room on the second 
floor which can handle 500 meals daily, 
as well as executive dining rooms and a 
women’s lounge on the same floor. The 
lounge, separated from the main dining 
room by a folding metal curtain, can 
be joined to make one big hall for staff 
gatherings. A small emergency hos- 


pital for the building is located on the 
fourth floor. 

The bank entrances are decorated 
with 12 sculptured human figures rep- 


















PICTURE THE Profit 


FOR YOUR CLIENTS 


....1n Canada 


SSR wi’ 
IMPORTS FROM U.S. 


1933. . . .$217,291,000 & 
1948 + $1,805,763,000 
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Up, up, up go the import 
figures . . . added to the 
country’s immense undeveloped re- 
sources, their consistent climb indi- 
cates that Canada can be your clients’ 
most profitable export market. 

You'll want to know more about 
this land of profit—and one of the 
best places to find the answers is from 
the Bank of Montreal. For the Bank of 
Montreal has grown up with Canada 
—the Canadian banking system be- 
gan with the incorporation of the 
Bank of Montreal in 1817. 

So we invite you to talk Canada 
with us. Contact our offices in New 
York, Chicago or San Francisco, or 
our Foreign Department in Montreal. 


* . * 


Our 100-page booklet, CANADA TODAY, will 
serve as your introduction to 

the country. It was prepared 
to supply you with informa- 
tion about the provinces, the 
people and the industries of 
Canada. For your free copy, 
write for Booklet C-53 to 
any of our U.S. offices, or 

to our Foreign Depart- 
ment in Montreal. 





MY BANK’ . BANK or 


TO A MILLION CAMADIANS 


MonTREAL 


Canada’s First Bank 
InCanada since 1817... In U.S. since 1859 





NEW YORK --------- 64 Wall St. 
e CHICAGO -- - - -- 27 S. La Salle St. 
° SAN FRANCISCO - 333 California St. 
HEAD OFFICE LONDON 
MONTREAL 47 Threadneedle St., E. C. 2 
e 9 Waterloo Place, S. W. 1 
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RESOURCES OVER $2 BILLION 
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Assistant general manager’s office, Bank of Montreal, Toronto 


resenting the Canadian provinces and 
northern territories. The exterior of 
the building is finished in Queenston 
limestone. The building is 224 feet 
high and is fully air conditioned. 

. & * 


Farm Loan Expansion 


Canadian farmers are making in- 
creasing use of the Farm Improvement 
Loans Act, having borrowed a total of 
$18,000,000 in the first six months of 
‘1949, as compared to $12,265,000 in 


the first half of 1948. Total loans un-: 


der the act since its inception early in 
1945 to mid-1949 amount to $78,700,- 
000. Of the amount loaned in the cur- 
rent year, $11,000,000 was to finance 
purchase of 10,000 tractors, $5,000,000 
to finance buying other farm and auto- 
motive equipment, and close to $1,000,- 
000 for farm buildings and repairs. 
Borrowing in eastern Canada showed 
a large increase this year, western 
farmers having made major use of the 
loan legislation facilities in other years. 

These farm loans are obtainable from 
Canada’s chartered banks and are 
guaranteed by the Canadian govern- 
ment against losses up to 10 per cent of 
the aggregate principal amount of 
loans made by each bank. Loans to 
individual farmers are limited to $3,000 
for periods from one to ten years, with 
interest at 5 per cent. 

. + 7 


Savings Bond Drive 


The fourth series of Canada Savings 
Bonds, peacetime successors to the 
wartime Victory Loan Bonds, will go 
on sale in October. The three previous 
bond drives, when only individuals 
could make purchases of bonds, 
brought three million purchases with 





total value of over $1,000,000,000. The 
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1948 series, withdrawn from sale on Ff = 
August 31, 1949, brought purchases of ae 
$118,000,000 through payroll savings — 
plan purchases. The Canadian banks pall 
will handle the sale of the new bonds, ithe 
terms of which have not yet been an- inn 
nounced. a 
oe plan 
terly 
New Trust Head N 
Irving P. Rexford, vice-president nar 
and general man- resp 
ager of the Crown lenc 
Trust Company, pos: 
Toronto, has been star 
elected president to boo 
succeed the late try’ 
Arthur F. White. sou 
One of the founders 
of the company 40 F 


years ago at Mont- 
real, Mr. Rexford 
was appointed gen- 
eral manager in 
1920 and elected vice-president in 1939. 
He will continue as general manager. 


S o ¢ 


I. P. REXFORD 


Promoting Canada 


The Imperial Bank of Canada has 
issued two booklets for distribution in 
Great Britain and Europe. One of 
these booklets lists “Opportunities for 
British Manufacturers in Canada” 
and covers in detail such topics as 
establishing Canadian branch plants, 
Canada’s tax structure, foreign trade, 
and foreign exchange conditions. 

The second booklet, “‘Life in Can- 
ada,” is designed to supply informa- 
tion for individuals who may be con- 
sidering moving to Canada from Great 
Britain and Europe. It deals with 
living and working conditions, British 
and American influences, transporta- 
tion, climate, housing and the like. 
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THE BOOKLET COUNTER 








Commodities . . . A detailed 
booklet of interest to rural bankers and 
others called upon to make agricultural 
loans. It includes information on the 
important phases of commodity trad- 
ing, as well as the mechanics and re- 

= quirements involved in dealing in 
them. The booklet was prepared be- 
cause of a mounting interest in com- 
modity futures markets as a medium 
for hedging, investment and specula- 

§ tion. It includes a table on commodity 
trading information and a glossary of 
commodity trading terms. 


Formula Plan Investing .. . Of 
special interest to trust men and large 
© investors who require a scientific solu- 
' tion to the problem of timing invest- 
' ment for capital growth. The booklet 
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a ' explains stable versus fluctuating 
classes of securities and the scientific 

ngs in: 
sles approach to the timing problem. It 
ds gives the seven-step formula plan, com- 
ath pares it with the “buy and hold” sys- 
| tem, and tells how to start a formula 
plan account, rebalancing it at quar- 

terly intervals. 

Motor Carrier Equipment Fi- 
ent — nancing . . . A booklet prepared in 
an- response to the current interest of 
wn lending institutions in the financing 
Ly, possibilities to be found in the con- 
en stantly growing trucking industry. The 
to booklet points out the trucking indus- 
ate try’s current inadequacy of credit 
ite. sources for financing the new equip- 
ers 
40 - ‘ 
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Hedging, investment, speculation 


ment and the inadequacy of terms 
under which credit is available. Some 
of the matters considered in evaluating 
carrier loans include: an appraisal of 
probable earnings, trends of traffic and 
costs, earning capacity of the operator, 
proportion of debt to capital, and 
practical size of monthly payments. 


Trust Forums. . . Transcripts 
made from addresses delivered at trust 
forum discussions conducted at Char- 
lotte, North Carolina. The talks in- 
volve the practices and procedures as 
actually followed by a major trust 
company. The four topics discussed 
are: ‘Analyzing Your Estate to Care 
for Your Family; Present Economic 
Situation and its Effect on Investment 
Policy; Our Theory and Practice in 
Making Trust Investments; What the 
Public Wants to Know About Trust 
Operations.” 


Wage and Salary Administra- 
tion... A booklet explaining services 
designed to increase production 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 





through better wage and salary ad- 
ministration. The five steps in wage 
and salary management discussed are: 
Job Analysis and Job Description; Job 
Evaluation; Performance Rating; Writ- 
ten Pay Policies; and Salary Expense 
Control. The recommended program’s 
objective is to obtain more “pulling 
power” for each payroll dollar. 


Office Duplicating and Print- 
ing ... An explanatory booklet cover- 
ing the four general classes of office 
duplicating, and the various factors, 
such as number of copies and quality 
or permanence of work, that determine 
the proper types for banks and busi- 
ness Offices. The processes discussed 
include process duplicating, or printing 
by liquid and gelatin type machines; 
stencil duplicating, or printing directly 
through the stencil; multigraphing, or 
printing through ribbon from raised, 
movable type; and multilith or offset 
duplicating, which is printing by the 
lithographic offset process from metal 
or paper.plates. 





Celebrating 55 years 





For over thirty-five 
years, this independ- 
ent bank has rendered a complete 
correspondent service to banks 
everywhere. Today, as one of the 
leading financial institutions in 
the West, with over ]40 million 
dollars in resources, we offer our 
facilities and personalized service 
to you and your customers, as Los 
Angeles correspondent. 
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COURT DECISIONS 








Accommodation Paper 


It would be difficult to find a more 
concise and adequate definition of the 
legal status of an accommodation 
) party to a negotiable instrument than 


Run ee 


ase wld StL 


) that contained in these paragraphs 


) from a recent California decision: 

>» “As between the parties, the status 

| of the defendant on the note was that 

/ of an accommodation maker. An ac- 
commodation party is one who signs 
an instrument as maker, drawer, ac- 
ceptor or endorser without receiving 

| value therefor and for the purpose of 
lending his name to’some other person. 





‘Parol evidence is admissible to show 
that the maker of a note is, in fact, an 
accommodation maker; and the evi- 
dence is limited to those cases in which 
there was no consideration passing, for 
otherwise the maker could not be an 
accommodation maker. <A loan of 
credit is the universal test of the char- 
acter of accommodation paper.” 

Discussing the status of an accom- 
modation party who has taken se- 
curity, the court continued: 

“The fact that an accommodation 
party has taken security for the loan of 
his credit does not prevent him from 
being an accommodation party, for in 
order to constitute a valid considera- 
tion, the accommodation party must 
receive something else than the mere 
chance of not losing if he be called on 
to pay the instrument.” (Brown vs. 
Volz, 204 Pacific Reporter, Second 
Series, 110.) 


¢ « 


National Bank: Disclosure 


A national bank may be required to 
disclose its affairs and transactions not 
only to stockholders, but indirectly to 
beneficiaries of a trust which holds 
shares of stock in the bank. A New 
York court recently made an order to 
that effect. 

The question arose in the final judi- 
cial settlement of the accounts of the 
trustees of a trust containing stock of 
two national banks. The court’s de- 
cision and order were based on two 
pr‘nciples of law: (1) the right of a 
trust beneficiary to demand of the 
tristee full information concerning the 
af airs and transactions of the trust and 
(2° the right of a stockholder in a na- 


tinal bank to demand information- 


alout the bank’s affairs and particu- 
la:'y to require the bank to furnish to 
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District of Columbia 


him a list of its stockholders. When the 
account of the trustees in the New 
York case came before the court for ap- 
proval, several of the beneficiaries filed 
objections. One of these objections em- 
bodied a demand that the trustees 
furnish to the objectant a list of stock- 
holders of two national banks in which 
the trust owned stock. 

Discussing the rather novel legal 
question involved, the New York court 
said: 

“With respect to one of the national 
banks concerned, the trust owns a con- 
trolling interest, while with respect to 
the other bank the interest is a minority 
one. At the court’s suggestion the 
trustees consented to furnish certain of 
the information to the objectant, but 
decision was reserved with respect to 
the demand that the trustees furnish 
to him a list of stockholders of both 
banks. No reported decision involving 
the point in issue has been located. 

“Section 62 of Title 12, U. S. C. A., 
requires that officers of every national 
bank shall keep a full and correct list of 
the names and residences of all share- 
holders and the number of shares held 
by each, which list shall be subject to 
inspection of all shareholders during 


By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


the business hours. 
no limitations. 

“The courts have held with respect 
to the right of a holder of national bank 
stock to inspect the stockholders list, 
that the statute is unambiguous and 
the right of inspection is not to be 
limited by any time restrictions, or 
even to purposes not inimical to the in- 
terest of the corporation. 

“The banks as such are not parties 
to this procedure and it might very well 
be doubted that this court would have 
jurisdiction to direct the banks as such 
to permit stockholders list inspections. 
Then, too, the trust principal not yet 
having been distributed, the benefici- 
aries of the trust are at best equitable 
and certainly not legal owners of the 
stock. 

“The decision here will be placed 
upon the rather broad ground arising 
out of the relationship between a trus- 
tee and the trust beneficiary. There 
can be no doubt that a trustee owes the 
duty of full disclosure to the trust 
beneficiary. That a trustee is obligated 
to render a full and accurate account of 
all his transactions in the performance 
of his trust, is well settled law. 

“The objectant has stated the 
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...and the best way to obtain quick service 
and assure prompt advice and counsel on 
business problems in this rapidly expanding 
area, is through the excellent correspondent 
facilities of the Friendly Fulton. We invite 
your inquiry. 
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Will an embezzler spend 
the money you lend? 


Embezzlers cost American business firms about 
$500,000,000 annually. In individual cases, em- 
ployee thefts have forced once-prosperous firms into 
complete liquidation. 

If employees steal from an enterprise to 
which a bank has extended credit, the bank loses, too. 

Prudent bankers, therefore, insist that their 
borrowers be adequately protected against loss 
resulting from employee dishonesty. 

The F&D representative in your community 
will gladly assist you in checking the form and sufh- 
ciency of your borrower’s dishonesty insurance. This 


added precaution costs you nothing. 


= —, FIDELITY, SURETY AND BANKERS 
1 = BLANKET BONDS; BURGLARY AND 
>,\ | OTHER NEEDED FORMS OF INSURANCE 
Fipevity anp|IDy ros IT COMPANY 


Baltimore © Lie” 





Maryland 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
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reasons for which she desires the stock 


list. The reasons are not frivolous and f 


it is not for the court to decide whether 


or not such list will be beneficial to the} 


objectant in determining the value of 


the stock in question, which is the sub- 
stantial issue here involved. The ob- 


jectant has stated that she is not in 
position to accept the stock in kind and 
that the value at which it is carried in 
the account is well under both its 
market and book values. 

“Whether a complete disclosure of 
all facts made by those who have the 
facts, namely, the executors, would 
change the complexion of the matter, 
cannot be known until all these facts 
have been formally provided. An ad- 
ditional observation is necessary — 
where the court has power to require 
fiduciaries to report the transactions of 
corporations in which the estate is in- 
terested, the question of appropriate- 
ness should not be raised. Whether the 
facts revealed by an accounting in be- 
half of the corporation activities are or 
are not important can only be known 
after they have been exhibited. As a 
practical matter, therefore, in every 
case where the court can require dis- 
closure of corporate affairs on an ac- 
counting by estate fiduciaries it will 
exercise its power in favor of the dis- 
closure. 

‘“‘While the court cannot control the 
action of the trustees as officers and 
directors of corporations (in this in- 


| stance one trustee being the president 


of one bank and another trustee the 
president of the other), nevertheless the 
court may control and direct the ac- 
tions of the trustees, and this may, 


| whether directly or indirectly, affect 


their actions as officers and directors 
of corporations of the stock which they 
hold in their fiduciary capacities, and 
by virtue of the same power the court 
may direct a trustee to exhibit all in- 
formation within his control which 
bears on the fortunes of the estate and 
to take whatever actions may be neces- 
sary to get the required data. 

‘Here the trustees by virtue of their 
having legal title to stock need only to 
request of the banks’ officers the right 
to inspect the stockholders list and to 
make copies thereof. Accordingly, the 
trustees will be directed to furnish to 
the objectant lists of stockholders in 
both banks.” (In re Murray’s Will, 88 
New York Supplement, Second Series, 
579.) 


¢ Sf Sd 


| Liability for Cash 


A customer deposited $75,000 in 
cash with a Pennsylvania trust com- 
pany under a written trust agreement 
which contained the following pro- 
vision: 

“This money is accepted by the trust 
company with the understanding that 
withdrawal may be made by the settlor 
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» te Sign and construction discards every _ vational. The full-flush front design is of construction provide extra strength, 
5 in previous concept of appearance and easy operation. Now available in 4- 
|, 88 efficiency standards. Donald Deskey See your Globe-Wernicke Dealer drawer letter and legal size, as well 
ries, Associates and G-W Engineers have as with card index insert drawers—at 
spared nothing to make the new G-W a new low price. 
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HERE’S HOW AMERICAN CREDIT INSURANCE 


Provides 
Added Protection 
for 


Commercial Loans 







LUMBER 
SECT OTACTURER wrtiess 
"* Your adjuster ?- aaa 
ply Oe for approxi- 
$21,000: Policy has 
enabled us to sell some accounts 
in larger amounts. 


PENNSYLVANIA CLOTHING 
MANUFACTURER ~y 
“Wish to acknowledge you 
an vot a of $11,801.51 
... payment on 2 accounts - 
thought well off. Have carr! 
your policy over 25 years - - « 
relations always satisfactory. 















CALIFORNIA HEATING 
WHOLESALER writes: j 
"We thank you for check in 
settlement of claims on policy 
#141-183... sincerely as 
ciate promptness and simplicity 
in handling.” 













EW YORK 
MMANUFACTURER writes: 


«"  . pleased fo receive check 
in | ent of loss sustained. 
ae tad American Credit 
Insurance over 20 years - - 
found it very helpful in sales. 


Insurance Programs 
Designed to Protect and 
Conserve Assets 
are NOT Complete unless 
They Include Credit Insurance 


Ranericas Creo 



















, RECEIVABLE are valuable 
assets . . . should be protected at ALL times. 
Business history shows that despite credit 
ratings, diligent investigation and past 
record of payment . . . UNFORESEEABLE 
EVENTS frequently turn good credit risks into 
bad debt losses. 


That is why more and more banks are 
advising their customers to complete their 
program of insurance protection by carrying 
AMERICAN CREDIT insurance . . . which 
guarantees payment of Accounts Receivable. 


Some banks insist on this added protection 
before granting commercial loans. The bank 
may now be included as a named assured 
without charge in American Credit policies. 


Bank officers know that only companies 
which insure their plant, equipment, inven- 
tory, cash anp their Accounts Receivable 
... have completed their program of insurance 
protection ... and do not face damaging 
credit losses . . . because when their custom- 
ers cannot pay, AMERICAN CRepIT will. 


SEND FOR BOOK —‘‘Way ‘Sarr’ 
Crepits NEED PROTECTION” contains valu- 
able facts for you and your customers. It 
discusses the nature of credit... unforeseen 
events which cause frequent credit loss. . . 
includes more information about American 
Credit insurance. For a copy just phone the 
American Credit office in your city or write 
AMERICAN CreEpDIT INDEMNITY COMPANY OF 
New York, Dept. 49, First National Bank 
Building, Baltimore 2, Maryland. 


PRESIDENT 


AMERICAN 
CREDIT INDEMNITY 


COMPANY 
we oF New York & 
Vest. 1893) 











GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 


__ Res OFFICES IN PRINCIPAL CITIES OF THE 








UNITED STATES AND CANADA 





in the sum of $10,000 or less at eny 


time on 30 days notice and for lar ser J 
amounts than $10,000, 60 days notice, J 
This agreement may be terminated by §} 


either party at any time on ten diysf 


notice.” 


There were subsequent deposits «nd | 
withdrawals under the agreement s0 


that at the time of the settlor’s death 


here was a balance of $77,500 in the ff 
hands of the trust company. This en- § 
tire balance was invested in a mortgage ff 
pool which was in liquidation under § 
| court order. ' 


The settlor by will left his entire 
estate to his wife, and various liquidat- 
ing dividends were paid to her out of 
the mortgage pool until the unpaid 
balance in her favor was $26,350. She 
then notified the trust company that 
she elected to withdraw in cash the 
unpaid balance of the principal in ac- 
cordance with the terms of the original 
trust agreement. When the trust com- 


| pany refused to pay her the money she 
| brought suit. 


| the 


The trial court decided in favor of 
trust company. The Supreme 


| Court of Pennsylvania on appeal re- 
| versed the lower court and entered 

judgment for the widow for the full 
| balance. 


| the 


“The solution of the problem before 
us,”’ said the court, ‘““depends upon the 
intention of the parties as expressed in 
original trust agreement. The 
agreement clearly states that ‘this 
money’ is accepted with the under- 
standing that withdrawals may be 
made. It is perfectly clear that the 
words ‘this money’ were intended by 
the parties to refer to the $75,000 
which * plaintiff's husband then de- 
posited with the trust company. 

“The plain meaning of the language 
used in this agreement, which was 


| drawn by the trust company’s own 


trust officer, is that the money was ac- 
cepted by the trust company for in- 


| vestment, subject to the withdrawal ol 


all or any part of this money, upon 


| giving the trust company the agreed 
| notice. 


“It has been urged upon us that to 


| construe the language of this agree- 
| ment to mean that the trust company 
| is legally bound to return the full bal- 
| ance of the deposit in cash is to place 


upon it a burden out of proportion to 
the compensation received. However, 
the trust company at all times had the 


| right to terminate this trust. 


“It is clear that by the express 


| language of the contract the plaintiff is 


entitled to the payment in cash of the 


| full balance.”’ 


One of the justices dissented. He said 
that the language of the trust agree- 
ment did not indicate any intention 
that the trust company was to guarai- 
tee the fund. (Dickson vs. 

Trust Company, 65 Atlantic 
Reporter, Second Series, 408.) 


—— 
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- she For the strikingly new First National Bank of Tulsa, 


WY-*° 
Oklahoma, Herring-Hall-Marvin vault equipment, ND BIG a oriZOnTh 
; of course, was specified. Main vault is planned to be WN \ ND 
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i South. Architects: im, New * 
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Unusual branch of Union National Bank, 
Youngstown, Ohio, offers main-office facili- 
ties . . . night deposit, storage and safe de- 
posit protection . . . features completely 
Herring-Hall-Marvin equipped vault, with 
stainless steel entrance and boxes. Owsley @ 
Samuels, architects. The M. Debartalo Can- 
struction Co., General Contractor. 
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Proudly we hail the Berkeley Street Office of 
greed 


First National Bank of Boston in Boston’s 
newest skyscraper, the John Hancock Build- 
ing. Complete vault equipment was furnished 
rat to by. Herring-Hall-Marvin. Cram & Ferguson, 
agree- architects and engineers. 
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The First Security Bank at Ogden, Utah, is an- 
Nothing but the most up-to-date protective equip- other example of how modern architectural de- 
ment would match the futuristic architecture of the sign and Herring-Hall-Marvin stainless steel 
new American State Bank, Lubbock, Texas. This vault equipment complement each other. Ar- 
progressive bank is complete even to a modern chitect: Paul §. Hodgson. Contractor: George A, 
Herring-Hall-Marvin Drive-In Depository. Archi- Whitmeyer & Sons Co. 

tect: James Atcheson. Contractor: Robert E. Maxey. 
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(CONTINUED FROM PAGE 29) 


their fall buying orders, which would 
interfere with receiving the merchan- 
dise in time to have adequate stocks on 
hand, and they would lose sales. 
“Events of the past sixty days have 
confirmed these findings,”’ stated E. A. 
Mattison, executive vice-president in 
charge of development of bank serv- 
ices. “Lines like home appliances and 
refrigerators are short of adequate 
stocks. Newspaper headlines of several 
days ago told that the job peak for 
August was the highest for 1949.” 





It was largely a question of fore- 
seeing this eventual outcome and tim- 
ing the campaign so that the bank 
could justifiably say it would be rea- 
sonable and prudent for customers to 
buy now, for unless people were con- 
vinced they were getting good values 
for their money, they would not buy. 


i recent months the public has 

been flooded with thoughts of uncer- 
tainty, talk of recession, and the fear 
by some people they were going to lose 
their jobs. The bank felt that these 





PERFORMANCE, PROFITS, 






The new TODD POCKET-CHECK 
IMPRINTER is the success story of 
the year. From all parts of the 
country, thanks to the Imprinter, 
banks report more accounts... 
faster operations ...increased cus- 
tomer good-will... bigger business 
all along the line! 


Here’s just a sampling of 
what they say— 


“In our first month we opened 
about 500 new accounts.The Todd 
Imprinter has been a great asset 
to us not only in increasing busi- 
ness but also in building excellent 
public relations.”— Central Bank 
& Trust Co., Denver, Colo. 


“It has become evident that our 
installation of the Imprinter 
is going to save us money. By 
standardizing our checks and 
imprinting the customer’s name, 
we enable a bookkeeper to handle 
more accounts. Another saving is 
the economy in binding, since we 


PROOF! 


use more fillers instead of buying 
complete checkbooks.” — Spring- 
field National Bank, Springfield, 
Mass. 


“We are well pleased with Todd 
Imprinter results. We sold 459 
orders of Todd imprinted pocket 
checks, making a total of 90,500 
checks in 18 working days. The 
statement department can easily 
handle orders without extra help 
or overtime.”—National City Bank 
of Dallas, Dallas, Texas. 


AND THESE ARE ONLY A FEW OF THE 
ENTHUSIASTIC COMMENTS WE HAVE 
RECEIVED. 


Increase your bank’s profits and build 
customer satisfaction with the new 
Todd Imprinter. For complete infor- 
mation without obligation, just clip 
and mail the coupon below. 


MAIL THIS COUPON NOW! 


t seb See eee eee ee ee ee ee ee ee ee ee ee ee ee ee oe 


| 










l 

THE TODD COMPANY, Inc., Rochester 3, N.Y. l 

Please give me full information about the I 

new Todd Imprinter. I 

l 

Bank | 

COMPANY, INC. | 

: Todd ; Address. I 
ROCHESTER NEW YORK t 
SALES OFFICES IN PRINCIPAL CITIES a Zone__State__ I 
DISTRIBUTORS THROUGHOUT THE WORLD l 
i nmac I 

l 
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CONFIDENCE CAMPAIGN 


people were not getting the facts, 
Having. decided that the timing 
seemed right, the bank’s next step wasf 


to organize the confidence campaignf 


S¢ 


so it would be the most effective for 


results. It appeared just as necessary 
to sell the confidence theme to the 
manufacturer as the consumer, be- 
cause there was considerable evidence 
that business was even more scared 
than the general public. The bank’s 


Se Mirage tess 


Pes 
S 


es 


officers then selected a list of more 


than 4,000 manufacturers whose prod-f 


ucts are sold in the California market 
and sent them a complete sales kit 
containing samples of the advertising| 
and merchandising copy, along with 
an explanatory letter from Mr. Gian- 
nini. 

Representatives of a number of lead- 


ing manufacturers have. already called 


at 300 Montgomery Street and were 


| ASK 

1A B/ 
) prac 
» Post 
| day 

ENo | 
) proa 
| acce 


very complimentary about the bank 


taking on this public service campaign 
which, after all, is really the manv- 
facturers’ job. But sponsored in this 
way the campaign receives more atten- 
tion and emphasis than if some indi- 
vidual manufacturers were advertising 
it from a self-service standpoint. 
These manufacturers are planning 
to co-ordinate their local advertising 


| which comes under dealer advertising 
allotments so that it will appear on the f 


same dates as the bank’s advertising, 
giving added impact. In order to 
foster this co-operation these manu- 
facturers have been supplied with the 
bank’s four months’ schedule for the 
balance of the year. 

Their distributors are also arranging 
to tie in their own sales organizations 
into this campaign by holding special 
meetings. They are urging dealers to 
display the Timeplan attention-getting 
green and gold decalcomanias in their 


| windows, so they will be added to the 





15,000 salesmen promoting this cam- 


| paign through the bank organization. 


HE sales kit contains a broadside 

giving the plan of the campaign, and 
another giving a complete business 
building plan of time-tested dealers 
sales helps such as imprinted booklets, 
reminder post cards, stickers for sta- 
tionery, price tags for floor displays, 
statement enclosures and other selling 
helps. 

Special sales booklets have been 
created to carry the dealer’s own mes- 
sage and are available imprinted with 
his firm name. One booklet deals with 
car financing, with provision for in- 
cluding the dealer’s picture. Another 
suggests a complete campaign for 
developing business on auto repails, 
one of the best of its kind; also there }s 
a special folder on the old automobile, 
*“How To Repair With a New Motor. 
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;proached such an astonishing record of 
vere  OccePtance in the banking field. 
yank F 


i practically every bank that has tested them 


ail has purchased them for permanent service. 
L LF 


‘inate the costly, growing problem of patrons’ 


Opinions of Hundreds of Bankers Using 


SCHERMACK POSTAGE STATIONS 


Strongly Suggest that 


MODERN BANKING SERVICE TODAY IS 
INCOMPLETE WITHOUT ONE 


ASK A BANK THAT HAS TRIED ONE and you will be asking 
A BANK THAT OWNS ONE .. .-for that is the amazing, 


i practically 100 per cent record of retention of Schermack 


Postage Stations in hundreds of banks where, after a 30 


| day free trial, they have been purchased for permanent use. 


No business machine ever before has achieved or ap- 


Whatever the reasons that have caused hun- 
dreds of banks to continue the use of these 
machines, after testing their appeal to pa- 
trons for thirty days, the fact remains that 


Whether, because they so effectively elim- 


demands for stamps . . . whether, because 
their obvious lifetime popularity assures life- 
long profits from such a small investment. . . 
or whether patrons’ prompt acceptance of the 
dignified appearance and usefulness indi- 
cated that their removal would be contrary 
to good public relations . . . The fact remains 
that practically every bank that tests them 
purchases them for permanent service. 


These machines are in use in scores of banks 
in Metropolitan Communities with populations 
in millions. Likewise, they are also a success in 
banks even in towns as small as two thousand 
inpopulation. We believe the approval with 
which your customers would greet and in- 
stantly demonstrate their appreciation of the 
convenience of a Schermack Postage Station 
in your bank would be an astonishing revela- 
ition to you. 


THEREFORE, WHY NOT MAKE THE TEST? Without 




















fy STAMPS} (3° STAMPS) 
: * 








A majority of banks have adopted 
the complete service of this 3-unit in- 
stallation assembled on a pedestal to 
sell Ic, 3c and 6c air mail stamps. 
Price of this Station including the three 
machines, attractive pedestal and 
plastic “Postage” sign is $200 
F. O. B. Detroit, Michigan. 


Ask a 
bank that 


owns one! 





This 2-unit Station sells 1c and 3c 


stamps ... 4 ones for a nickel; 3 
threes for a dime. Each and every 
transaction on either of these machines 
earns a profit of Ic for the bank. 
Price of this installation including two 
machines, pedestal and “Postage” 
sign is $150 F. O. B. Detroit, Michigan. 


Where stamp demands are not as severe a 
problem asin banks in larger communities, smaller 
banks find this single 3c stamp unit on a pedestal 
creates a tremendous goodwill impression that 
quickly liquidates its original cost. Price of this 
machine, pedestal and “Postage” sign is $100 
F. O. B. Detroit, Michigan. 


the slightest obligation to b Ut be ated to dil Sch k b F C 
You whichever Station you designate foram cua, SCMEFMACK Products Corp. 


30-day FREE TRIAL. Your only obligation will be to 
Pay the slight transportation charges of the Station 
fo you, and return, should you decide not to retain 
the equipment. 


October, 1949 


Dept. H, 1164 W. Baltimore Avenue 


DETROIT 2, MICHIGAN 
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What’s your problem in 


PERSONALIZED CHECKS? 


We make them for EVERY type of depositor: 


e COMMERCIAL 
* PERSONAL 
e SPECIAL 


If your problem is economy; 100, 200 or more, at a time. 
you'll find our prices lowest im Suit yourself and the depositor. 
the field Quality, too! 
If your problem is the proper away from big commitments in 
position of the routing symbol, r ; 
check paper and lithography, 
we print it just where the Fed- Or a 
eral Reserve and A.BA. want naga veptoetnglienand, weed 
i. Not one cent of extra con—- PET OOK represents your com- 
irrespective of volume. plete and only cost. We absorb 
wastage and storage —and in- 
evitable inventory discrepancy. 


If your problem is getting 


If your problem is how many 
checks to order per depositor, 
we'll personalize 20, 25, 40, 50, Yes, we can serve you well! 


(heckMasler 


SYSTEMS, INC. 





270 MADISON AVENUE, NEW YORK 16, N. Y. 
















SPEEDING 


your West Coast items 


at San Francisco... 

our Air-route location, our Day- 
and-Night Transit operation 
and wide-spread Collection 
facilities...often save our 
Correspondents 2 or 3 days in 


availability of funds. 





AMERICAN 
HEAD OFFICE: 


SAN FRANCISCO [TRUST Member 





COMPANY Federal 
Resources over $900,000,000 @ | Deposit 
Insurance 
BANKING Corporation 


Since 1854 


Many offices throughout 
Northern California 
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Other booklets have been created {or : 


appliance and radio dealers; building 
materials and home modernization 


(eligible for FHA Title 1 financing): ; 


and painting and heating contractors 


Broadsides suggesting all these sales 
helps have been mailed to 10,499 
dealers and contractors throughout the § 
state. Auto repair broadsides have § 


been mailed to the service garage; § 


covering this field. 


In order that the Bank of America § 
organization of 15,000 people will bey 


fully familiar with this campaign, sales 


| kits have also been sent to each of its 


522 branches. They will hold district F pay, 


| meetings and lend their enthusiastic F 
support throughout the campaign. ff 


Branches are supplied with large 


posters for lobby displays; blotters and f 


colorful booklets stressing “Save Time 
Save Money” will be available on 


check desks and counters. These ha 
> . . . ena 
branch office displays will be seen by § 


the bank’s 3,000,000 customers. 


lize all the major advertising media. 
The newspaper schedule appears in 387 
California newspapers. It opened 
with dominant two color copy in six 
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column by eighteen inch space in every — 


scheduled newspaper having color facil- 
ities. The opening phases of this copy 
feature Mr. Timeplan and how the 
bank is ready to make Timeplan loans. 
As the campaign unfolds, the emphasis 
on the confidence theme which now 
appears in the body of the copy will be 
shifted to the headlines at the top. 

A full showing of more than 1,000 
outdoor boards throughout the state is 
featuring the “Buy Now” slogan on 
24 sheets. In addition, this theme is 
also featured on giant illuminated de 
luxe painted bulletins located at strate- 
gic highway intersections in metro- 
politan areas. Reproductions of these 
24-sheet designs are being used for 
soft sheets and window displays. The 
next showing on the outdoor displays 
| will use the “Buy With Confidence” 
theme. 

All major radio stations are carrying 
time signals pounding home the con- 
fidence theme of this campaign. Tele- 
vision programs will also reach every 


received. 

Colorful 11’ x 21” cards carrying 
the message of this confidence cam- 
paign are appearing in the street cals 
and busses throughout the state, also 
in the interurban trains reaching the 
large metropolitan areas. 


500,000 people living in California. 


it isfelt that most of them will have 
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By the end of the four months’ period 


either seen or heard these messagese 
and will be somewhat familiar with thef 


objectives of this state-wide confidence? 


| building campaign. 
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FARM CREDIT 


(CONTINUED FROM PAGE 27) 


example let us suppose that he sup- 
plies us with the figure of 180 acres. 
The number of acres in corn is 82, and 
so on through the first 13 items, down 
to months of man labor. So far this is 
statistical information that Mr. Doe 
can supply readily from memory, ex- 
cept perhaps for the months of labor 
item which he might have to calculate. 
This figure would include his own 
time, the time of any members of his 
family and any labor employed by him. 

Next in line, continuing down the 
form, are Mr. Doe’s income figures. 
These begin with the sale of cattle 
raised, $1,160, the sale of hogs raised, 
$7,926, and continue on through the 
sale of livestock and other items pur- 


» chased of $765 to the gross profit figure 
© of $13,937. 


The information for these income 


) figures and the expense figures that 
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follow will be taken from Mr. Doe’s 
income tax return. The mention of the 


point before banking groups that we 


| expect to obtain income and expense 


information from the farmer’s income 


| tax figures sometimes leads us to be 


asked if we do not think the farmer will 
feel we are intruding. Our answer is 
that we think some of them will, at 
least until they have an understanding 
of our complete program. As a matter 
of fact, we have already discussed this 
with many of our farmers and find that 
they regard what we are doing as more 
for their benefit than ours. 

We are also asked if we expect that 
all of the figures we obtain will be ac- 
curate. Our answer is, “No, not abso- 
lutely, but the experience of some 20 
years of operation by the farm man- 
agement groups indicates that they 
will be satisfactory.” If there is a 
tendency on the part of some to over- 
state expenses or understate income 
for tax purposes, then their figures will 
not show up as well on their reports to 
us. We have not felt that this is any- 
thing in the way of a major obstacle. 

Our next step in preparing Mr. Doe’s 
figures is the listing and totaling of his 
expense figures. Deducting his ex- 
penses from his gross income of $13,937 
gives us a net income, on a cash basis, 
of $9,171. However, since the cash 


| basis does not provide for inventory 


increases or decreases, and would not 
provide comparable figures for ensuing 
years, our next step is to arrive at net 
Income on an inventory basis. This is 
sim) ly a matter of adding an inventory 
Increase of $1,741 to the cash income 
figu-e and deducting $880, represent- 
Ing purchases included in the inven- 
tor. to arrive at net income on an 
Inve \tory basis of $10,032. 

. Doe’s next figure, gain in net 
Wort :, will be taken from his financial 
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MICROMETER ACCURACY ... 





@ Micrometer accuracy, employed in 
production in Brandt Automatic Cashier 
Company factories, results in precision 
built Brandt Automatic Cashiers—Brandt 
Coin Sorters and Counters—Brandt Coin 
Counters and Packagers. 


Equally stressed in the manufacture of this 
equipment is great durability of construc- 
tion. 


And, of course, speed of operation is 
‘ another absolute essential of Brandt ma- 
chines. 











BRANDT AUTOMATIC CASHIER CO. 


WATERTOWN WISCONSIN 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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statement. 
pasture will represent a simple compu- 
tation to determine the value of the 
crops listed at the top of the report if 
they were sold as crops at market 


Gross value of crops and 





tional information will be required 
from Mr. Doe. The figures for such 
items as gross income on an inventory 
basis, farm operating expense, gross 
output per man, the percentage value 


prices. 


From this point on, no addi- 


of livestock sales over feed, and the 








You aud Owe 
4 


You may risk greater loss through interruption 
of business for which you extend credit than 
may result from destruction of physical 
properties alone. We'll explain the how and 
why of U.and O. (Use and Occupancy) insurance 
if you'll mail us this advertisement clipped to 
your letterhead. 





THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1948 


Assets wer oe or ee 
Liabilities a oe a 
Surplus to policyholders - - 





Losses paid to December 31, 1948 


$112,222,583 
57,589,157 
54,633,425 
442,822,252 

















Gz PREFAB WOOD SHELVING 


It can—with LIBERTY Prefab Wood Shelv- 
ing. No buying lumber—no hiring carpenters 
—anyone can set it up without the use of 
tools—and it is portable. LIBERTY Prefab 
Wood Shelving has an advantage over 
permanent carpenter built shelving in that 
it may be taken apart and set up in a new 
location in a few minutes. 

A unit contains 6 shelves 42” x 24” and 
stands 84” high with 12%” clearance be- 
tween shelves. Extension units available. 


Write today for New Catalog of 
Record Storage Products, Circular 
and Prices on Liberty Prefab Wood 
Shelving. 





FREE 
CATALOG 











BANKERS BOX COMPANY 


720 S. Dearborn Street, Chicago, III. 
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SO MUCH BETTER 
than RUBBER BANDS 





1. They will not break or deteriorate with 
age like rubber. 2. Theyre stronger hence 
are universally used by Banks for pack- 
aging currency, deposit tickets, checks, etc. 
3. Bands are 10 in. x % in. 4. Made of 
50-lb. brown Kraft. Gummed edges. Per- 
fect sealing. Packed 1,000 to a box. 


FREE SAMPLES — Write Today, Dept. B 


The C. L. DOWNEY Company 
HANNIBAL MISSOURI 


Worlds Largest Mfrs. of Coin Wrappers 








cost per dollar of gross income will be 
computed by the bank, from the figures 
already obtained, as a part of the serv- 
ice that we plan to extend to him and ff 
our other farm customers. & 

We have been asked how long it will F 
take to prepare one of these state- ff 
ments. Based on our experience in 
similar work, we estimate that it will 
take from three to ten minutes to ob- ff 
tain the information from the farmer 
and not more than 20 minutes to com- § 
plete the computations. These will be F 
made at our convenience. - 

As soon as we finish obtaining the f 
income figures from the individual cus- 
tomers and prospective customers who 
join our program, we shall begin pre- 
paring the comparative figures shown 
on the copy of the form for farmers. 
The first step will consist of separating 
the income figures into groups repre- 
senting different sized farms. John Doe 
operates 180 acres, for example, and 
his figures will place him in the group 
having 140 to 199 acres and known as 
the 160-acre group. Then, the averages 
and the top and low 10 per cent will 
be computed for each group. 





THE benefits both to the bank and 
farmer of having comparisons from 
farms of similar size are obvious. The 
figures show the strong and weak 
points of each operation. They cover 
the individual items of income and ex- 
pense and even supply a number of 
tests of efficiency and managerial 
ability. It is possible in the statement 
to determine the farmer’s personal and 
family expense, by deducting gain in 
net worth from total income. This is 
frequently an important factor. 

With information such as this, the 
bank can spot the comers and give 
them a helping hand, which otherwise 
might be denied. It can sort out those 
who are apt to be in trouble when the 
going gets rough. Over east of us, for 
example, is a farmer whose operation 
is big and impressive. The banks in his 
area have solicited his business. They 
think he would be a good customer. 
Yet, I am told by one of our college 
farm business field men that this farmer 
is in trouble on feeding cattle and that 
the weakness of his operation has been 
apparent for five years. The banker 
who has this account could have known 
that too, with our simple formula. 

There is one precaution that is 
needed on a comparative statement, 
and is also needed on a regular finan- 
cial statement for that matter. Thal 
is to see that the valuation on assets 1s 
kept on a practical basis. There is no 
benefit in showing a large increase In 
net worth by marking up the assets 
that form the basic operating stock, 
such as breeding or stock cows, sows, 
ewes and machinery. This probably 
does not apply to calves, pigs and } 
crops that go to market, but it does 
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“Every bank—your bank— 
has relations with the public. The quality 
of that relationship will go a long 
way toward determining the degree of success 


your bank may achieve.” 


No modern bank can afford to ignore public relations. 


This new booklet, published by the non-profit Financial 
Public Relations Association, will help you determine, 
quickly and easily, how well your bank is doing in this 
vitally important field. 


You'll read it quickly—but you will find it thought- 
provoking and stimulating. It has been made possible 
by the cooperation and guidance of many of the leading 
financial public relations men of. the country, yet it is 
yours without charge. Simply write, on your bank’s 


letterhead, for your copy. 


WRITE FOR YOUR COPY TODAY 





House §} October, 1949 





Financial Public Relations rbssociatiou 


231 South La Salle Street, Chicago 4, Illinois 








Some of the Questions 
You Will Find Answered 
Here: 


@ What do “public relations” mean to you? 


@ How much should your bank tell the 


public—about policy—about services— 
about functions in the community? 


How much should your bank spend for 
advertising ? 


Do you know what people dislike about 
your bank? 


What is your attitude toward the “bank 
across the street”? 


Should your bank’s public relations be 
directed by the president?—some other 
officer?—a specially trained employee? 


What would you do to offset unjustifiable. 
malicious criticism of your bank? 


What is the prime objective of a sound 
public relations program? 


What can your bank do to reach that part 
of your market which is not using bank- 
ing services? 


How will you measure the success—or 
failure—of your bank’s public relations 
program? 


Telephone ST ate 2-5547 
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=> PROMPT DELIVERIES @ 


STRAYER 


EASY SNAP FILE BOX ALL STEEL Sliding Drawer 
on . STORAGE FILES 


Corrugated Paper—Hinged Lid INTERLOCK IN STACK—Vertical and 
150 Stock Sizes Parallel Horizontal—AUTOMATICALLY 








4 


MADE ANY SIZE TO YOUR SPECIFICATIONS 
NO STACKING PARTS NEEDED 








We guarantee our Transfer Files to please you or no cost fo you in the transaction 





--» MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— - 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 
CURRENCY STRAPS—BANK SPECIALTIES 








76 

















Very hard on the V.P. in charge of small loans! 
He can’t get at his correspondence before nine 

. barely has a bite out of it by nine-thirty ...and 
there’s a line of customers waiting! So he and his 
secretary still have almost a day’s work left when 
the bank closes . .. He’d appreciate a MailOpener! 

It’s a neat little machine... that trims off the 
edges of the morning’s mail in a matter of minutes 
... gives everybody in the bank a headstart—saves 
time, speeds office routine—a real economy... Hand 
and electric models for any bank—small or large 
..-Call or write for illustrated folder—now! 


~ 
aaa PITNEY-BOWES, Inc. 
os A PRODUCT OF K . 


=  PITNEY-BOWES, INC., 3198 Pacific St.. 


: = pg A Ee, 
Stamford, Conn. FA _g 
— BS 
—_ 






... Originators of the postage meter... 
Offices in 93 cities in U.S. and Canada. 






























apply to the things that a farmer tends | 


to carry over from year to year. When 
there is a large change in net worth we 


check to see if the gains come from} 


farm operation or if it is the result of q 
write-up in values or of an inheritance, 

Another thing that we do is to figure 
out a budget for our borrowers when 
they come in to apply for a loan or at 
the beginning of the year when we get 


that we can come reasonably close - 
much closer in fact than the farmer 
would guess. 

When we start a farm year with a 
borrower, we want to be sure we can go 


the same feeling, if he is the kind of 


Under these circumstances, the budget 
is a challenge to him. In many cases, 


we have had borrowers tack up their § 


copies beside their telephones, to check 
their operations as they went along. 


NEAT year, after we complete the 

comparative statements around the 
first of March, we plan to hold a meet- 
ing for the farmers participating in the 
new program. We plan not only to 
hand out the statements at that time 
but to discuss farm operation and to 
call on some of the farmers present to 
answer questions on outstanding fac- 
tors in their operations. We think 
such a program will go a long way to- 
ward bringing the benefits of the pro- 
gram home to the farmers. 

We are already paving the way for 
the program in our newspaper adver- 
tising and in our own publication, ‘“The 
Home Bank Notes,” which circulates 
monthly to some 1,725 of the bank’s 
friends and customers. 

In an article in our August, 1949 
issue we told them about our easy plan 
for comparing their farm figures with 
others in our area. “‘How would you 
like to see how you stack up on hogs, 
on cattle, on poultry, on eggs?’ we 
asked them. “On the expense side, 
how would you like to know your ex- 
penses compared with the others on 
labor, on gas and oil, on repairs, on 
feed, on fertilizer? You can tell all this 
by the simple plan that is coming soon 
at the Home Bank.” 

We pointed out that farming today 
is a big business and that the folks who 
make the best progress are studying 
their operations, looking for ways to do 
things better and with more profil. 
Our plan, which would give them first- 
hand material for their studies, we in- 
formed them, would take about three 
minutes of their time once a year, plus 
their regular financial statement, plus 
the figures from their income tax 
report. 

“If you are interested,” we con- 
cluded, “‘and if you want to move for- 
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© our test department. 
» satisfactory that a thorough study was 


ward through the times ahead, then be 
ready when January comes around and 
come on in to see us.” 


« ¢ 


MEASURING. ERFICHENGY 


(CONTINUED FROM PAGE 32) 


The bookkeeping department was 
Results were so 


made of each department, assisted by 


) the data-contained in the Efficiency 


Audit reports. 
Salary raises were approved where 


» indicated, and personal interviews were 


held with each employee, irrespective 


) of whether the individual had received 


an increase, so that there was no possi- 


) bility that our plan of rewarding effi- 


ciency and penalizing inefficiency was 


| not understood by all. With very few 


| exceptions the employees “went for” 
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| know what they are doing. 
» phasized that it was not a pressure 


the program. Good producers like for | 
/ management to have an efficiency 


yardstick and like for management to 
We em- 


deal, that we were not going to increase 
work loads. We explained that it was 
only the inefficient departments that 
were working overtime, and that the 
efficient departments did not seem to 
be pressed. 

Formerly we had two periods during 
the year, in January and June, when 
raises were made. This placed a heavy 
burden on the personnel department, 
the department heads and manage- 
ment in attempting to review staff 
member files. In the past we have been 
guilty of having to hurry through and 
not giving sufficient consideration to 
each employee. Moreover, everyone 
in the bank was acutely aware of the 
raise periods, and this gave rise to com- 
parisons and dissatisfactions, so that 
the benefits management hoped to de- 
rive were partially nullified. 


E still review salaries of staff mem- 
bers twice a year, but on anniver- 
sary dates and six months thereafter. 
Consequently we can give individual 
consideration, more thorough review, 
and take more time to discuss raises 
with employees. 
It should be emphasized that we are 
hot trying to economize on wages. 
Minimum and maximum salary brack- 
ets, established through job evaluation, 
ave been raised as increased efficiency 
has enabled us to do so. Since starting 
the new personnel program the staff 
has been reduced from 82 to 70, and 
Overiime reduced by 70 per cent. 
Therefore the total salary cost is ap- 


| proximately the same. In fact, it actu- 


ally is lower than it would have been if 
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A logical answer to your 
CANADIAN BANKING PROBLEMS 





and promptly. 


further inquiry is invited. 


MANUFACTURERS 





Whatever your Canadian banking problems—from 
currency exchange to following through on all details 
of a complex transaction— Manufacturers National is 
the logical bank to handle your Canadian business. 
With correspondents in all parts of Canada, this ex- 
perienced bank is fully equipped to work with you. 
Items routed through Manufacturers National—situ- 
ated near the Canadian border—are cleared easily 


Funds mailed or wired anywhere in Canada. Your 


OF DETROIT 


Member Federal Deposit Insurance Corporation 


——— 


NATIONAL BANK 























;, RAVIO® 
. than a dignified 
bank sign of solid bronze. 
Let us show you how 
one of the country’s 
largest plants devoted 
exclusively to bronze 
sign work can give you 
the finest in bronze 
signs at lowest prices. 
Send for free illustrated 
— catalog today! 


what 
could be 
more 


impressive... 


¢ Prompt mail 


service ‘Bronze Tablet Headquarters 
* Free UNITED STATES BRONZE siGN co., INC. 
sketches 


570 Broadway, Dept. BC, New York 12, N. Y. 





10 EXCLUSIVE FEATURES 


517-Na-Lok 


VISIBLE RECORD SYSTEMS 






N.2 PERFECT 
LAYBACK 


WASSELL ORGANIZATION, Ine. 
Dept. D * Westport, + Conn. 

















MOVE PAY-DAY LINES 
3 Times Faster! 


Let the proved Fas-Cash System solve 
your crowded lobby problem 


improve your customer service. 


Crowded lobby studies reveal 80% of 


waiting customers are cashing pay 
checks! 


Let the proved Fas-Cash System help you 
speed customer handling on busy pay- 
days — make new friends for your bank. 


SEND COUPON BELOW NOW! 


FAS-CASH SYSTEM, INCORPORATED 
1356 National Bank Building 
Detroit 26, Michigan 


Rush details and free folder on Fas-Cash System. 
Name. 

Bank___ 

Address___ 


oS ee State 











we had retained all 82 employees and 
continued to give automatic pay raises. 

The Efficiency Audit data has been 
very helpful to the point of being 
almost essential in the entire personnel 
program. The natural tendency of de- 
partment heads is to resist change, 
and the distribution of new duties. 
Now, when a change is indicated, we 
can show him that his department is 
not operating as efficiently as a similar 
activity in some other bank. The 
burden is on him to improve. 





“cP FAI VALET 


LOCKERETTE—Combines the best 


features of both lockers and coat racks 



















Keeps wraps dry, aired 
and “in press,” improves 
employee health, lowers 
absenteeism. Six foot 
(6-12) unit accommo- 
dates 12. Nine foot (9-18) 
-_ provides 18 with a 

ced coat hanger, a hat 
shelf, a 12° x 12° x 15” 
dry lock box and a shelf 
for overshoes. 


Write for Bulletin 
OL-15 
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VOGEL - surrey co. 


624 So. Michigan Ave Chicago 5, Ill. 





If a department head says he re- 
quires a larger staff, we study our own 
Efficiency Audit figures to see how 
many items are handled per employee, 
and also check the results of other 
banks. If our situation is not up to 
standard, we study the departmental 
personnel and work routines. The 
pressure is on every department head 
to improve procedures and to train 
employees to greater efficiency. 

In fact, the Efficiency Audit program 
has made us all inquire why we aren’t 
doing things as well as some other 
bank. Is it because of training methods, 
equipment, work procedures, or low 
caliber personnel? 


HOWEVER, we also recognize that 

attaining maximum operating effi- 
ciency is only part of the job. The 
customer relations and new business 
factors also must be considered, as 
they have a definite bearing on acquisi- 
tion costs. 

A survey of new accounts disclosed 
that 65 per cent of checking and sav- 
ings accounts were opened directly or 
indirectly as a result of recommenda- 
tions of satisfied customers. Thus we 
are deriving more benefit from cus- 
tomer good will than from our adver- 
tising program, and customers are our 
primary sales agency. 

With this in mind we have done 
several things to stimulate employee 








te ee Lee 


Banxerre's Cristalglo glass directional signs aid ef- 
ficiency and provide “eye appeal.”’ As you plan the remodel- 
ing of your banking quarters, consider how this company’s 
high quality, edge-illuminated glass signs can help in the 


overall arrangements. 


Remember, glass will retain its brilliancy indefinitely; it 
is less liable to scratch and it will not warp. 

Since 1925 Bankette has been a leader in the field of 
modern signs . . . for both directional and advertising 


purposes. 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE company 


INCORPORATED 


127 Federal Street 


Boston 








NUK WW 


78 


KCK | MAU’ 





interest in fostering good customer re. 
lationships. In our interviews with 
staff members we have placed ney 
stress on the importance of this phage 
of their work. On two occasions we 
have conducted quiz campaigns, iy 
which we have paid five dollars to each 
employee able to repeat certain state. 
ments regarding customer relations. 4 
performance report is prepared by the 
business development department on 
each employee, rating the individual as 
to ability, enthusiasm and co-opers. 
tion in obtaining new business for the 
bank. Cash payments are made to 
staff members for obtaining new ac. 
counts, and each month an honor roll 
is prepared consisting of the ten best 
producers among employees and the 
top four officers. At the executive con- 


tors the names are read and become 
part of the minutes, thus giving per- 
sonal recognition as well as extra 
money to those doing good jobs in 
business acquisition. 

As another related project, Mr. 
Platt since the first of the year has been 
conducting a class in human relations 
for contact employees, devoting an 
hour a week during banking hours, 
The text used is “Psychology Applied 
to Life and Work,” by Professor Harry 
W. Hepner, a Prentice-Hall publica- 
tion. The last half of each session is 
thrown open for discussion and ques- 
tions on actual public relations prob- 
lems encountered by staff members. 

Through the foregoing approaches, 
we believe that we are making progress 
in enhancing acquisition efficiency in 
relation to loans and deposit accounts, 
supplementing the steps taken to im- 
prove servicing costs. 

All in all, through the Efficiency 
Audit program and our internal appli 
cation of its findings, Pioneer Bank 
employees are receiving larger salaries, 
the customers are receiving better 
service, the stockholders are being 
benefited by increased earnings, and 
management has been enabled to doa 
better job. 


BANK WINDOW DISPLAYS 


(CONTINUED FROM PAGE 35) 


graphically the balance between ex 
ports and imports, and, using the map 
of the United States for a background, 
demonstrated how Westinghouse aided 
in bridging the gap by assisting cus 
tomers in other countries to obtain 
United States dollars through normal 
trade channels. Imported products 
shown included pineapples from Cuba, 
bicycles from England, chinaware {rom 


Bavaria, Venetian glass, tungsten from} 


Australia, and many others. 
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he story of The Port of New York 
Authority was the theme of a special 
display in the Colonial Trust Com- 
pany’s windows. The pictorial ex- 
hibit, which extended through 17 win- 
dows along two streets, depicted the 
vast range and scope of the Authority’s 
operations, vital to the trade and 
prosperity of New York. Included 
were pictures of bridges, tunnels, air- 
ports, its seaports, grain terminals, 
and the union railroad freight terminal. 


AS a tribute to its clients and many 
friends in Peru, the company also 
exhibited in its windows a display of 
Peruvian arts and crafts, modern and 
ancient. Among pieces of pottery 
were several dating back over a thou- 
sand years. Other specimens included 
archaeological pieces from different 
cultures of ancient Peru, handwoven 
and embroidered Indian shawls, silver 
pins and brooches ornamented with 
flexible fish, handmade rugs, and some 
authentic silver colonial pieces such 
as a silver candelabra, a jewel box, 
incense burners, etc. 

The purpose of the Farrell Lines 
exhibit was to tell Americans of the 
importance of the Union of South 
Africa as a source of basic raw mate- 
rials. Samples of these raw materials 
-chrome, manganese, asbestos, cop- 
per, industrial diamonds—were dis- 
played to show their importance to 
American steel, automobile, electrical 
and other industries. 

Another Colonial Trust display, 
designed to encourage increased im- 
ports from Portugal, included such 
products as canned and preserved fish, 
cork, wines and brandies, Madeira 
embroideries, glass and ceramics. 

Also displayed was ““Banana Town,” 
a picture story of life on a composite 
banana-producing farm town in Cen- 
tral America, presented by the United 
Fruit Company. 

Colonial Trust has not limited its 
windows solely to international items, 
however. Shown on page 34 is a 
recent attention-getting window dis- 
play, industrial in nature, comprising 
a panorama of petroleum producing, 
refining and marketing. It featured 
the activities, services, products and 
facilities of Cities Service, one of the 
nation’s largest producers and mar- 
keters of petroleum products. 


[tT is always an advantage, of course, 

when the window displays can have 
a timely tie-in with some current event. 
This involves some forward-looking 
planning, as exemplified by a window 
exhibit (see page &0) in the “sidewalk 
ban” of City National Bank & Trust 
Com pany, Kansas City, Missouri, tak- 
Ing idvantage of the public interest in 
National Home Week. Shown were a 
hum er of model homes built to scale 
by s:\udent architects of Junior College 
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of Kansas City, after they had drawn 
the plans and specifications. 

The use of art work in display 
advertising has proved highly effective 
in obtaining decorative bank window 
exhibits. An additional advantage 
can be obtained by using the works of 
local artists and painters, especially 
when this talent is associated with the 
community’s business world. 

‘The Home Savings Bank, Boston, 
Massachusetts, has used this method in 
displaying the paintings of local ama- 
teurs for the past year. At the sugges- 
tion of Parker O. Bullard, assistant 
treasurer, the bank arranged with the 
Business Men’s Art Club of Boston to 
exhibit paintings by club members, 
each picture to be shown separately 
for a two-week period. 

The bank’s display program was 
announced to the public in a printed 
notice entitled “The Home Savings 
Bank Presents ‘The Men Who Paint 
For Fun’.” At that time a complete 
schedule listing each painting to be 
exhibited, the name of the artist and 
the date on which the two-week dis- 
play would begin, was included. 

All of the paintings currently being 
exhibited have been judged by art 
critics, and, although they are the work 
of non-professionals, the canvases have 
been praised quite highly. 

The bank, in preparing this exhibit, 
has not only brought contemporary 
painting to the notice of thousands 
passing its building daily, but has 
honored local businessmen, with result- 
ant good will benefits. 


HE industrial phase of display 

advertising has been ably demon- 
strated by The Boatmen’s National 
Bank, St. Louis, Missouri, in a series 
of exhibits depicting the city’s major 
industries. Each industry displayed 
its products or services for a short 
period of time in the eight street win- 
dows of the Boatmen’s newly re- 
modeled bank building. 

One display, shown on page 35, 
commemorated the early fur trade, 
pointing out that at one time St. Louis 
controlled 80 per cent of the world’s 
fur trade. Historic items included an 
ancient price list showing mink pelts 
selling at 40 cents a skin. It was 
pointed out that one raccoon hide was 
worth a week’s supply of groceries. 

The resultant traffic from the fur 
trade made St. Louis a supply city as 
well, for everything west of St. Louis 
had to be routed through the city. 
Other windows of the exhibit featured 
relics of the early fur trading days, 
such as a small-scale model of a keel 
boat, the type of craft used to float the 
furs downstream to St. Louis. 

The exhibit gave factual evidence 
that St. Louis’ present status is to 
quite an extent the direct result of 
early fur trading. Much of the mate- 


rial in the eight windows was obtained 
from the files of Boatmen’s National. 
When the bank was founded in 1847, 
fur men made up a large percentage of 
its customers. 

The historical type of window dis- 
play has been one of the most popular, 
since material is easily obtainable. 
Items or collections of historical import 
are available in every community. 
One unusual collection of this type was 
displayed by the Irving Savings Bank, 
New York City. This bank lined its 
Broadway display window with a rare 
and valuable collection of original 
letters of all presidents of the United 
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City National Bank and Trust Company, Kansas City, Missouri 


CURRENT EVENTS ... National Home Week observed with model home exhibits 


States. The letters, with the exception 
of two, are handwritten, and a type- 
written copy accompanied each letter 
being exhibited. 

The collection, historical in content, 
was shown to coincide with the inaugu- 
ration of President Truman and the 
birthdays of Franklin D. Roosevelt, 
Ahraham Lincoln and George Wash- 
ington. 

Educational displays constitute still 
another variation used successfully by 
banks. Using the theme, “In Science 


—It’s a Fact,” the Denver National 
Bank, Denver, Colorado, displayed a 
series of classroom experiments in the 
field of science which were selected and 
mounted by high school classes in the 
city. The bank supplied photographs 
of the students at work on the experi- 
ments in their classrooms. The facts 
brought out by the experiments were 
aptly coupled with facts regarding 
banking services. 

For color and beauty, it is difficult 
to improve upon floral displays. Al- 
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though these are quite common, var: 
ations of this idea have been devised 
which take the windows out of the 
ordinary class. 

The: Terrace Savings and Loa 
Association, Brooklyn, New York, for 
example, added considerably mor 
interest to a horticultural exhibit by 
displaying plants and flowers that are 
not only unusual in type and variety, 
but were grown by girl scouts in the 
immediate neighborhood. With a 
background of Autumn hues —brown, 
yellow and gold —the exhibit was sup- 
plemented by books, magazines, and 
art work, together with informative 
data on small hand-printed cards. 

Because the Terrace Savings and 











Loan Association is comparatively 
small and caters to the immediate 
neighborhood, the display aroused 


considerable interest among regular 
patrons and in the school the girl scouts 
attend. 

Novelties, attractively displayed in 
a window, seldom fail to draw interest 
from pedestrian traffic. A rare collec- 
tion of presidential campaign buttons 
drew considerable attention at the 
display windows of the Central Federal 
Savings and Loan Association, New 
York City, recently. The display was 
a variegation of buttons, badges, 
ribbons, novelties, broadsides, and 
other similar items worn during pre 
vious presidential campaign months 

The display was prompted by the 
desire of Central Federal officials to 
exhibit something that would tie i 
with the Truman-Dewey contest. The 
collection, donated by a bank patron, 
totals approximately 20,000 assorted 
political insignia. 

The foregoing examples by no meals 

























subject possibilities of recent interest 
ing bank window displays. Howevel, 
they do indicate that banks can justr 
fiably take pride in the advances made 
in this method of promoting services 
and institutional good will. 
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